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Minnesota and Western Kansas 
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CONTRACT DIRECT WITH THE 


An old organization with a new plan now wants an 


agent in 


for the first time an exclusive agency in the following 


cities: 


Illinios 


East St. Louis 
Rockford 


Indiana 
Evansville 


Indianapolis 
South Bend 


The Inter-State is the only organization insuring 
only business and professional men for loss from ac- 
cident or sickness. 


Write the Home Office for particulars 
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HOME OFFICE 


THE 
STEADY PULL 


every city of over 10,000 population. Offers 








Wisconsin Missouri Michigan Pennsylvania 
Milwaukee St. Joseph Bay —_ Altoona 
Racine St. Louis Flin Chester U 
Superior Grand Rapids Erie oO 
Madison Nebraska Jackson Harrisburg . rc 
Ginaiee lamazoo Philadelphia The team of horses with the steady pull draws the 
Kansas Y Reading largest load. 
Wichita New Hampshire — W iIkes f Barre 
Topeka Concord York ’ oe F 2 
sr nal Agents of The Lincoln National Life Insurance Com= 
ashua 


pany know that they are getting the steady pull of the 
Home Office every working day in the year. They are 
backed by a persistency of effort that helps them move a 
large volume of business. 


Because of the splendid way in which Lincoln Life 
agents and the Home Office organization pull together 
for their mutual benefit, it pays to 


Cink UP (wie THe ()) LINCOLN) 


The Lincoln National Life Insurance Co. 


“Its Name Indicates Iis Character” 


Premium Rates—The Lowest 
Policy Forms—None Superior 
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INTER-STATE 
ESS MEN’S ACCIDENT ASSO. 


Brown Hotel Building Lincoln Life Building FORT WAYNE, INDIANA 


DES MOINES, IOWA Now More Than $225,000,000 in Force 
ERNEST W. BROWN, Sec’y-Treas. U | 
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He has proved his ability as a successful pro- 
ducer. 


He has a financial responsibility of at least 
$25,000. 


3.* He has a record of an earning capacity of at 
least $7,500 a year. 





Plus 
Plus 
Plus 
Plus 
Plus 


Plus 





fps? 


An allowance for expense of development 


A collection commission on insurance in force. 
Indiana in 1916. 


If You Are This Man 


4. He has a standing in his community which will | 
enable him to connect with the very best business © 
and professional men in this territory. 


—This Man Can Qualify as Manager 


for the Best Territory now open in the Company’s entire field. 


Indiana 
Takes a Big Man, but for the Right Man is Opportunity PLUS. 


The management at Indianapolis of a company with unquestioned 
strength, large surplus, and over one hundred millions in force. 


is Big Territory, a Big Opportunity, Big Men — 
to Deal With, Big Business to be Written. It 


A liberal first year commission 
A renewal commission for nine years 
A collection fee during the life of the policy 


An Office allowance. 


The Company entered j 


Write or Wire Box 40, care of © 
THE SPECTATOR. 

















MAKING MONEY 


That DETROIT LIFE Agents are making money 
is evident from the fact that during the first nine 
months of 1922 Detroit Life Agents wrote $11,761,000 
of new business. 

This is an increase of 42 per cent over the same 
period last year. In September DETROIT LIFE 
Agents wrote $1,267,000 of new business in Mich- 
igan. 

There are some very fine agency opportunities 
with the Detroit Life, especially for experienced 
agents. Can also use a few part time men. Home 
office co-operation assures success. 


M. E. O’BRIEN, President. 








Organized 1871 


Life Insurance Company of Vie 


| 
| RICHMOND, VIRGINIA 
| OLDEST LARGEST STRONGEST 


Southern Life Insurance Company 


| Issues the most liberal forms of Ordinary Policies4 
$1,000.00 to $50,000.00, and Industrial Policies ft 
$12.50 to $1,000.00 


Condition on December 31, 1921 
$28,308,449. 
25,109, 146.08 
3,199,303.08 


| ene 

| Capital and Surplus 
Insurance in Force 214,188, ‘461 00) 
| Payments to Policyholders 1 397,435. 5 
Total Payments to Policyholders since j 
Organization $27 ,720,18 


i JOHN G. WALKER, President 


Tue SPECTATOR is published every Thursday by The Spectator Company, at 135 William Street, New York, N. Y. Entered as second-class matter June 4 
at the Postoffice, New York, N. Y., uuder the act of March 8, 1879, Tue Spectator, Volume CIX, Number XVI, October 19, 1922; $4.00 per annum, 
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MORTALITY AMONG PRINTERS IN ENGLAND 


Mnteresting Data Compares. Death Rate With That of Potters and 
Stone Workers 


RK. FREDERICK L. HOFFMAN, consult- 

ing statistician of the Prudential Insurance 

Company of America and Dean of the Ad- 

vanced Department of the Babson Institute, 

who is now conducting an investigation of 

health in the printing industry, has received 

some valuable data showing the comparative 

q mortality statistics among printers, potters 
anc stone workers in England and Wales, the data covering a 


d of two years, 1910-1912. The survey shows an extra- 


Odinary frequency of pulmonary phthisis among printers, who 


sho a proportionate mortality figure for these diseases of 22 
Percent against 19 per cent for potters and 16 per cent for stone 
Workers, Although the proportion is, of course, influenced by 
Me age distribution of printers, including as this does a large 
Proportion of young men, this by no means accounts for the 
hole difference. Of greater importance by far, says Dr. 
Hoffman, is the relatively large number of deaths from non- 
Metcular respiratory diseases among stone workers, and to a 
Esser degree among potters. 
“The deductions by Dr. Hoffman, based on the data received 
fom England, are of considerable interest. Table A, showing 
m= comparative mortality among the three classes of workers, 
P be found on the next page. An investigation of non-tuber- 
ular respiratory diseases among stone workers was conducted 
Some time ago by Dr. Hoffman, at which time Dr. Hoffman 
bund that in granite dust occupations the occupation involves a 
Msiderable risk of dust inhalation, unquestionably predispos- 
ay lung diseases which may or may not be complicated by a 
uperinduced pulmonary tuberculosis. The further and impor- 
m conclusion advanced in connection with that investigation 


was the supreme importance of the duration of the trade life, 
practically equivalent to the dust exposure suffered by the per 
cent diseased. 

In the case of granite stone workers the maximum number of 
deaths from tuberculosis, properly or improperly diagnosed as 
such, occurred at about twenty-one years of trade life. As a re- 
sult, lung tuberculosis’ occurs at a later period of life among 
stone workers than among potters or printers, and especially the 
latter, who not only represent a-more youthful trade, but one in 
which occupational diseases are much less frequent than in 
stone-producing occupations. 

Upon this question there prevails much conflict of opinion 
based upon quite superficial consideration, Dr. Hoffman holds. 
It has recently been maintained that the potteries of this country 
are decidedly less sanitary and involve a distinctly higher hazard 
of lead poisoning. In the light of my own investigations, he 
says, in both countries, the sanitary conditions of our American 
potteries at the present time are unquestionably as good, if not 
often distinctly better, than the corresponding: conditions. in 
Great Britain. This statement is based in part upon the official 
statistics obtainable through the Bureau of Labor and the State 
Board of Health of the State of New Jersey. 

Table B is one of unusual interest, emphasizing for all the 
three occupations decidedly high death rates for the period of 
early adolescence and high death rates during the period 15-24. 
The most significant fact, however, is the excessive mortality 
for potters at the early periods of adult life, ages 25 and over. 

This statement clearly contradicts the superficial assumption 
of those who have, in season and out, argued to the- effect 
that British health and: factory legislation has. materially im- 
proved the health conditions of British potters in contrast to 
much alleged neglect in this country. 
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COLLATERAL TRUST BONDS 
William H. Hunt Warns of Competition 
That Is Developing 
A comparatively new and dangerous device 
has been found to separate the public from its 
savings and to hinder the life insurance com- 
pany and legitimate banking in the larger ser- 
vice they might otherwise render for com- 
munity welfare, according to William Hunt, 

president of the Cleveland Life. 

Mr. Hunt, speaking before the American Life 
Convention at Milwaukee, last month, rapped 
the practice of “Collateral Trust” bond com- 
panies, a few of which are now using life in- 
surance salesmanship methods to sell their 
bonds. Salesmen are being sent out, said Mr. 
Hunt, and sell loaded “Collateral Trust” bonds 
and stocks on the installment plan, characteriz- 
ing their “System” as an endowment plan or 
use other terms of life insurance. They talk 
of the fireside, protection of loved ones, pro- 
vision against old age and thrift and saving and 
the prospect deceived, often pays the first in- 
stalment upon an overloaded bond or stock of 
doubtful value which carries no form of insur- 
ance protection. Mr. Hunt characterized the 
practice as vicious competition with legal re- 
serve life insurance. 

Mr. Hunt informed his hearers that schools 
of instruction are maintained by those organ- 
izations where life insurance selling methods 
are taught. 





John Hancock Issues Annuities 
The announcement of the John Hancock 
Mutual Life Insurance Company of Boston that 
it will enter the annuity field, and the recent 
action of the management in placing in the 


hands of its agency force rates and contracts 


for single premium annuities on the lives of 


men and women, not only marks a broadening 
in this company’s field of effort, but is also an 
additional indication that the sale of annuities 
is to play a more important part in the agency 
work. 

The annuity business is in its infancy in the 
United States, as indicated by the fact that the 
companies are carrying to-day but a little 
more than $100,000,000 reserves to cover this 
class of contracts. 

Alfred L. Merritt Returns to ‘America 
Fore’’ Group 

The America Fore companies have an- 
nounced that Alfred L. Merritt, formerly as- 
sistant secretary of the San Francisco depart- 
ment, has returned to the organization as secre- 
tary of the Fidelity-Phenix and American 
Eagle. Charles C. McCarthy, formerly with 
the North British and Mercantile, has been ap- 
pointed assistant secretary of the Fidelity- 
Phenix and American Eagle. 

Upon completion of the alterations to the 
newly acquired America Fore Building at Bush 
and Sansome streets, San Francisco, it is 
planned to separate the managements of the 
Continental and Fidelity-Phenix. Secretary J. 
l. Breeden, with Assistant Secretary W. W. 
Grove, will supervise the Continental. Secre- 
tary Merritt and Assistant Secretary McCarthy 
will have charge of the Fidelity-Phenix and 
American Eagle. 


Massachusetts Society Membership 
Increased 
Boston, Mass., Oct. 4.—Forty new members 
were added to the roster of the Insurance 
Society of Massachusetts at its regular quar- 
terly meeting and luncheon held last week at the 


‘Boston Yacht Club. 


_——— 


Pacific Automobile Indemnity Exchange 

A printed statement of the Pacific Automo- 
bile Indemnity Exchange of San Francisco 
purporting to show the financial condition fe 
that exchange as of June 30, 1922, exhibits as- 
sets of $676,794, made up of cash, $183,637: 
liberty bonds and treasury certificates, $00,000: 
municipal and corporation bonds, $230,045: 
initial deposits receivable, $103,739; monthly i 
counts receivable, $50,473. The liabilities are 
given as follows: Reserve for unadjusted 
claims, $22,299; reserve for liability claims, 
$80,345; reserve for unusual losses, $129,047: 
reserve for accrued taxes, $10,708; accounts 
payable, $3751; subscribers’ guarantee deposits 
$164,309; unearned premium deposits, $257,045 
The attorney for this exchange is the Individual 
Underwriting Corporation. 





Represents Mutual Life at Pine Bluff 

Pine Biurr, Ark., Sept. 26.—George B, 
Alexander, for several years with a wholesale 
grocery concern here, has entered the insur- 
ance business here, having become represen- 
tative for the Mutual Life Insurance Company 
of New York. He will maintain his head- 
quarters in the office of Mrs. Mary J. Now- 
land, district agent, at Pine street and West 
Second avenue. His entry into the local field 
makes a total of five representatives which the 
Mutual now has here. 


The International Life of St. Louis, Mo., has re- 
cently entered the State of New Jersey and announces 
the appointment of Julius Bohm as State agent, with 
headquarters at Newark, N. J. 


—The Virginia Insurance Department has granted 


licenses to the Standard Fire Insurance Company of . 


Hartford, Conn.; the Constitution Underwriters of 
Springfield, Mass., and the Continental Underwriters of 
New York City. 





(Continued from page 3) 

Dr. Hoffman says it is regrettable, of course, that there 
should be no corresponding statistics for the United States, but eee ees 
it seems practically hopeless to succeed in the attempt to accu- 
rately correlate occupational census returns to the vital statistics 
This leaves no alternative but a 
fair measure of reliance upon proportionate mortality data such 
as have, from time to time, been made available by the Indus- 


collected by local authority. 


trial Insurance Companies. 


It is an open question, however, he thinks, whether on general 
principles it is safe to draw far-reaching general conclusions 
from the comparative statistics of Industrial Insurance Compa- 
nies and the general population, but there can be no question of 
doubt in the minds of those who are thoroughly familiar with 
the facts that the mortality experience of Industrial Companies 


TABLE A—CoMPARATIVE MortTALity STATISTICS, ENGLAND AND WALES, 


1910-1912 (AcTtUAL DEATHS) 





Stone 

Printers Potters Workers 
BSE IS 1S) corse atene, ce chet tess sie acter hacsieks 849 353 1,065 
MMADAUGIIGSIS «cc «ciclo everaid cue bicreteceieals 51 26 76 
RRO E rays aires ais elise ao ethene 204 112 547 
PROMO MSI acscsterstoscr tse aise Seta 7 13 21 
Occupational lead poisoning........ 4 25 I 
TS OINERS Seah ra tis Pes ie eases 210 254 639 
ENB U III Digecvey serie assis ne cli eean recor 218 122 393 
Other respiratory diseases.......... 5¢ 69 234 
BRIG RES HENSEABE 55.2005 Se Aero are Seta 141 63 234 
ROR TET: Ce 94 35 346 
fe err 1,786 6,696 


can be made to yield exceedingly valuable results. 


There is another source of useful information, and that is the 
sickness and mortality experience of certain labor organizations. 15-19... 000.0... eee eee 
The International Typographical Union has fortunately been 20-24................. 


in existence for many years and its entire experience has re-  25-34---- +--+ +++ +--+ 
cently been subjected to a critical actuarial examination. He 3 M4evrr ee 
hopes sometime in the near future to be able to discuss the re- poi eee 

sults as they have recently been published, at least in a prelimi- 64-7)... ide 
nary form, by the International Typographical Union. BE *  cnareeenee’ ceska, 


AGES OF DEATH 


TABLE B—ComPaARATIVE MortTALity STATISTICS BY AGE, ENGLAND AND 


WALES, IQI0-1920 


Stone 

Printers Potters Workers 
2.27 2.65 2.21 
BE Sacer 4.43 3.38 2.90 
Pee een, 1.71 5.63 4.96 
Poe ihs 7.88 10.77 9.24 
14.58 25.11 18.85 
PER Ree 28.46 47.60 36.94 
poutiin Seer aot 66.04 95.19 73:67 
jee etetaat 165.54 221.69 205.13 
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ACTUAL VS. EXPECTED MORTALITY 
NCREASED surplus savings are indi- 
cated by the mortality experience of the 

life insurance companies presented in the 
accompanying table, as last year the larg- 
est gains from favorable mortality in the 
fifteen-year period were reported. As 
these savings on mortality contribute most 
of the funds from which dividends are 
paid, their study is of vital interest to pol- 
icyholders. Previous tabulations have 
shown that during the year 1921 the ex- 
pense rate was low and the interest rate 
was high. When favorable results in 
these other two factors which contribute 
to the surplus earnings of the companies 
are coupled with gains from mortality, 
an increase in the dividend-paying ability 
of the companies is foreshadowed. 

The mortality experience for 74 ordi- 
nary and 10 industrial companies is 
shown for 15 years in the table herewith 
presented, and covers the years 1907 to 
1921, inclusive. The average rate of 
51.73 per cent for ordinary companies 
and 57.11 per cent for industrial com- 
panies for 1921 is the lowest of any year 
in the period, and considerably under the 
I5-year average of 68.56 per cent. It 
will be noted that the amount expected 
to be paid out for death claims for ordi- 
nary companies was $274,186,995, while 
the actual payments were only $141,846,- 
323. The expected death payments of 
industrial companies was $136,958,692, 
while the amount paid was $78,201,984. 
The percentage of actual to expected 


Copyright, 1922, by The Spectator Company, New 
TK, 
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mortality for the industrial companies 
shows a slightly higher rate than the 
ordinary companies, but one which, from 
the nature of their business, was very 
satisfactory. 

The table herewith is made up from 
the mortality section of the Gain and 
Loss Exhibit, which considers the fol- 
lowing items: On the credit side: Ex- 
pected mortality on insurance, from 
which is to be deducted the reserves re- 
leased by death, leaving expected actual 
net mortality on insurance risk. The dif- 
ference between the expected net mortal- 
ity and the actual mortality is the saving 
effected, and this latter item, divided by 
the first, gives the percentage of actual 
to expected. 

The tabulation shows the yearly per- 
centage for a period of 15 years, to- 
gether with averages for the three five- 
year periods, and for the entire period, 
1907-1921, inclusive. The figures enter- 
ing into the compilation for the year 1921 
are given in detail in order to demon- 
strate the method employed. During the 
year 1921 it will be noticed that 41 of the 
companies showed ratios under 50 per 
cent, and that 29 additional companies 
were under 60 per cent. 

The results are particularly gratifying 
to all interested in the growth of life 
insurance as they are indicative of the 
careful selection exercised by the man- 
agers of the life insurance companies in 
the United States in the writing of new 
business. It is a source of satisfaction 
to the policyholders, because by reason 
of this favorable mortality experience the 
returns on their life insurance invest- 
ments are greater. 

(See table on page 6) 





THE UNDERWRITERS’ ANNEX 

ITTING around a big room and dis- 

cussing the many and varied evils of 
the underwriters’ annex system is one 
thing and getting rid of those evils is 
another. Thus easily is the outstanding 
accomplishment of the recently concluded 
convention of the National Association 
of Insurance Agents expressed. On the 
floor of the convention hall there were 
no friends of the underwriters, but when 
a showdown of representatives was called 
for it was noticeable that a really large 
proportion of the agents present admitted 
to representing an underwriter. The 
only justifiable conclusion to draw from 


5 





the whole proceeding is that the Associa- 
tion must either bury the hatchet on the 
question or else face a serious disruption 
in its own ranks. To an impartial ob- 
server it was evident at Hot Springs that, 
while there might be discussion without 
end, there could not possibly be any con- 
certed action. This situation was evi- 
dently fully realized by the lealers of 
the Association, who made it evident on 
every possible occasion that they favored 
leaving the matter to local boards for 
each to make its own decision. To our 
notion such action would defeat its own 
purpose. It would take years of time 
and enormous expenditure of energy to 
settle the underwriters in such fashion. 
Kach local board would be subjected to 
strong pressure, both internal and exter- 
nal, the consequences of which would, 
in a large majority of cases, result in 
their giving way before it. In fact, cir- 
cumstances have already shown the sound- 
ness of this statement. Mention was 
made on the floor of the convention of 
the case of the Miami board, which or- 
ganization had definitely decided to re- 
move underwriters’ annexes from the ter- 
ritory under its jurisdiction. The vote 
was taken and a date set for the giving 
up of representation. The date is now 
long past and there is no change in the 
Miami situation. The underwriters’ an- 
nexes are still represented by the same 
agents and the Board vote was recanted. 
In the same way efforts made in Birming- 
ham, Alabama, failed because a vote on 
the proposition could not be gotten soon 
enough. , 

It is true that certain companies have 
organized underwriters’ annexes merely 
to meet competition and that such com- 
panies would be glad to dissolve their 
annexes if they could do so without detri- 
ment to their own interests or that of 
their agents. But certain other of the 
companies consider their underwriters’ or- 
ganizations of great value and will never 
willingly withdraw them from the field. 
This attitude makes it necessary for all 
organizations to stand for existence in 
order to serve the demands of competi- 
tion. So deepseated are these competi- 
tive demands that we can see nothing but 
defeat to any local organization that tries 
to oppose them. It will require a con- 
certed national movement before there 
will be any real cause for alarm in the 


(Continued on page 9) 
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PERCENTAGE OF ACTUAL TO EXPECTED MORTALITY—1907-1921. 








COMPANIES. 



































1907 | 1908 | 1909 | 1910 | 1911 | 1912 | 1913 | 1914 | 1915 | 1916 | 1917 | 1918 | 1919 
Aetna Life ees ceeeueonel Be 70.56) 64.51) 68.94) 65.46) 66.64| 65.84| 64.11] 72.68] 71.96] 80.20] 69.37| 99.62) 66.01 
merican Central........... 33.50] 44.31| 44.48] 40.99] 54.93] 48.45] 48.81] 58.88] 64.32] 54.08] 49.66/ 103.82] 62.62 
Atlantic Life et sioadisensiciendl 44.80] 70.50) 74.80) 69.00] 46.00] 62.47] 53.51) 52.20] 66.64] 51.90} 42.80) 106.07| 49.11 
ers of Nebraska.......... 35.32] 30.60) 42.81) 36.07| 31.62] 31.81] 34.79] 44.15] 20.73| 35.42] 37.53] 93.65) 46.79 
ers nraedentvies IR Pgs ie a pews. y 42.78) 37.15| 43.62] 53.99] 38.31| 39.32] 41.90] 33.90] 89.14] 52.26 
LO LE eee es eee, reer Reem Smeal ees 31.19] 33.52] 34.54] 47.10] 31.15] 68.47] 131.41| 83.72 
Berkshire Be oe sas assvwaene ce 69.88] 65.21] 76.10] 71.81] 62.69] 78.15] 56.33| 92.78] 89.58] 69.02] 62.78] 92.82] 76.66 
Canada. -sseeseesesesesees 65.44) 67.61| 59.46) 57.27] 57.78} 60.25) 55. 16] 72.40| 77.93] 87.12| 76.05| 99.69] 56. 19 
Conteal Es casaaooss 38.13] 51.20} 45.20) 33.42] 23.86] 42.55] 37.97] 32.47] 38.02] 36.02| 34.90] 126.15] 62.51 
‘olumbia, Ohio... 2-222 222521 65.08} 61.96] 30.66| 36.75| 31.84] 60.42| 52.49] 53.84] 35.19] 56.15] 70.43] 81.92) 48.88 
45.84] 54.99] 68.69) 44.79] 60.11] 65.43] 52.61| 64.74] 63.02) 46.29] 51.90] 100.26] 54.70 
42.43] 50.47| 41.41] 48.87| 53.49] 53.82] 49.41] 45.74] 69.21] 64.08) 46.73] 107.82] 54.11 
77.12) 69.98| 74.66] 76.85] 74.47| 71.18] 72.19} 62.40] 70.51| 63.71) 58.61| 87.25] 66.04 
81.76) 89.61| 87.58] 78.80] 86.58] 80.85| 73.75] 74.40] 76.57| 75.96] 70.95| 101.81] 71.24 
48.03) 38.47] 67.37) 46.31] 41.93) 38.85) 38.23] 33.80] 33.04] 43.07| 35.62| 96.70] 48.67 
45.00] 50:00] 43.00) 57.30] 57.90] 54.46] 53.57] 69.42] 32.61] 49.30| 50.78] 96.50) 58.74 
75.32] 78.82] 89.55| 86.88] 86.49| 86.75] 79.91] 88.92| 88.95] 90.86] ® 69.59] 117.49] 74.32 
9.43] 34.32] 30.39} 66.51] 20.34] 46.85] 76.15] 57.10|-68.10| 29.46] 33.58] 120.42] 47.51 
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Linoota | National 28.12) 44.48] 34.85] 47.47] 31.84] 98.40) 47.88 
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enn Mutual................ 72.65] 66.30] 73.84| 71.27] 65.65] 80.51] 71.56] 73.12|.68.82] 76.75] 64.75| 105.25) 68.44 
SE caiisenecssncsst Locke aeons 5.88] 38.43] 54.64] 51.77] 44.66] 31.06] 36.20] 23.40] 31.00] 82.37] 58.60 
I cscrntchenssisn i silen scomed nacies 74.84] 68.42] 63.86] 85.35] 62.60] 78.82] 51.05) 72.89] 106.21] 73.61 
Phoenix Mutual.............. 62.14] 66.64] 64.12] 67.49| 62.23] 75.67] 68.81] 61.04] 71.20| 57.50] 57.22] 97.10) 61.31 
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Southeastern...............77 55.68] 57.04| 93.47] 72.52) 54.35] 70.07| 40.02| 58.67| 43.63] 74.94] 53.04] 79.36] 63.09 
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Union Mutual................ 71.75] 69.35] 72.64] 76.30] 74.55] 71.52| 67.10] 65.10] 59.84 79.70] 71.05] 80.84} 69.58 
nited States................ 89.42} 75.20} 80.78] 84.62|105.45| 89.87] 70.75] 70.02] 89.32] 74.83] 76.16] 93.37] 94.36 
_ i aaa 77.28} 78.34] 15.30] 55.45} 41.00] 54.58] 60.08] 58.71] 57.15] 57.96] 55.53] 97.73] 83.24 
Western Union............... 30.03] 53.68} 38.90} 51.28} 34.32} 43.45] 32.38] 30.62) 37.60) 34.13] 44.66] 104.33] 64.34 
I sch iisiireniiicaal 75.63| 73.48] 72.16] 70.46] 69.61] 70.94] 66.09] 68.66] 68.40] 68.86] 63.35] 95.12] 65.21 
Industrial Companies. 
64.55} 80.11] 92.40] 90.91]103. 89] 99.82| 81.26] 91.64] 130.79] 82.66 
106. 66| 104. 47] 103. 91]104. 78/100. 05|100.88] 99.20] 104.80] 170.71|100.87 
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91.72] 92.25] 87.03] 85.54] 86.41] 83.22] 81.58] 82.76] 81.52] 129.98] 77.32 
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* In cases where figures for fifteen years are incomplete, all available figures are averaged. 
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Competition Reason Given for Move 








ANGLO-AMERICAN UNDERWRITERS 





Address Letter to Agents Reiterating 
Former Position on Question 


The Liverpool and London and Globe Insur- 
ance Company, Ltd., has announced the forma- 
tion of an underwriters’ annex to be known as 
the Anglo-American Underwriters. 

The management of the company has ad- 
dressed a letter to its agents in which it reiter- 
ates its former opposition to such agencies in 
principle but stating that they feel that they can 
no longer hesitate to take this step in order 
to place the company upon an equal basis with 
its competitors. 

The letter sent reads as follows: 


After careful consideration we beg to an- 
nounce the organization of an underwriters’ 
agency under the title of the “Anglo-American 
Underwriters.” 

Our representatives are thoroughly familiar 
with our attitude toward underwriters’ agen- 
cies, expressed from time to time in letters to 
our agents, in the press and in council with our 
competitors. We have maintained this attitude 
at considerable co8t to ourselves and, while in 
principle we are still opposed to underwriters’ 
agencies as a whole, we feel that we can no 
longer hesitate in placing our company in this 
direction on a parity with other leading offices. 

We are confident that our great body of loyal 
agents will endorse our action in taking this 
step to place the interests of the company in 
a position to develop under equally favorable 
conditions to those of other leading companies. 


More Time in Raiload Rate Question in 
Kansas 

TopeKA, Kan., October 16—Frank L. 
Travis, Kansas Superintendent of Insurance, 
has granted a continuance in the railroad fire 
rate question until November 14. The depart- 
ment ordered the original hearing for Septem- 
ber but it was continued until October Io as 
the original date interfered with a convention. 
The representatives of the companies wrifing 
the railroad lines and the agencies which handle 
the business were here for the hearing but 
asked for additional time in which to compile 
additional information they desired to offer. 

The companies must make a showing to the 
department on two points. One is that they 
have violated the rating law by not filing the 
schedules for the railroad lines. The other is 
that the rates at which the railroad business is 
being written are such that they are a dis- 
crimination against other property of similar 
type and presenting practically similar hazards. 


Central Erecting New Building 
Topeka, Kan., October 16—The Central 
States Fire Insurance Company of Wichita is 
Planning the erection of a new home office 
building of its own. The company has out- 
grown its present quarters and must find addi- 
tional rooms at once. Owing to the fact that 
it cannot obtain additional rooms so that all of 
the office force can be together the company is 

planning to erect a building of its own. 


AROUSED OVER 
COMMISSIONS 





Cleveland Agents Perturbed Over 
Western Union Move 





AGAINST REDUCTIONS AT PRESENT 
TIME 





Feel Reforms Must Be Carried Out by 
Companies 

CLEVELAND, Ou10, October 16.—Agents here 
are considerably aroused over the proposition 
of the Western Union to reduce commissions in 
order to lower the acquisition cost. With con- 
ditions adjusted properly, they say they would 
not object to a cut in commissions, but there 
is much to be done before the situation would 
warrant anything of the kind. Some of the 
things that stand in the way, they argue, are 
of the companies’ making and it will be up to 
them to bring about reforms before any re- 
ductions can be applied. 

Two of the things that are distinctly com- 
pany matters are the salaried manager plan as 
employed by several companies, and the 
multiple agency system that has been insisted 
upon by many. Both have given agents on a 
commission basis much trouble in the past and 
they would object strongly to any plan that 
would put them at any disadvantage whatever 
in these matters. There would have to be some 
limitations placed upon the number of agents a 
company could employ and on the commissions 
that branch offices could pay. 





QUIET IN MISSOURI 
No Steps Taken So Far to Combat Reduc- 
tion Order 

St. Lovrs, Mo., October 16.—No step has 
been taken to resist the order issued Monday 
by Ben. C. Hyde, State Superintendent of In- 
surance, requiring fire, lightning, hail and wind- 
storm insurance companies operating in Mis- 
souri to reduce rates 10 per cent by November 
15, said John Terry, who with James A. Water- 
worth, is manager of the Missouri Inspection 
Bureau, and Mr. Hyde’s order is directed to 
them and to all insurance companies operating 
in Missouri in the lines specified. 

If any action is taken to oppose the order, 
it will be through this bureau, which is an or- 
ganization of the insurance companies. No 
decision as to the bureau’s possible course 
would be made, Mr. Terry said, until the official 
text of the order had been examined. 


Would Extend Rebate Law in Utah 

Satt Lake City, Uran, October 12.—An- 
other effort is to be made to extend the anti- 
rebate law when the new legislature meets in 
January, 1923. So far the law applies to life 
insurance only, but the bill to be presented will 
include all forms of insurance. 


Finds Year Books Indispensable 


Because of the vast amount of indispensable in- 
formation so well arranged in these year books, we 
are constantly referring to them, and it would be 


difficult to properly run this department without them. 
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RULE BOOK HEARING 


Commissioner Whitman Again Grants 
Postponement 





LIKELY TO COME UP TO-DAY 





Western Inspection Bureau Complainant 


Maprtson, Wis., October 16—A rehearing in 
the Wisconsin rule book orders issued by Com- 
missioner of Insurance Platt Whitman will 
probably be again postponed to October 19. 
The rehearing was originally postponed to 
October 17. The rule book order by Commis- 
sioner Whitman and the contentions of the Wis- 
consin Inspection Bureau follow: 

The rules as filed are unjust. The assured 
should be permitted the privilege of coinsurance 
clauses in cases where so-called indestructible 
property is excluded from the form. The as- 
sured should not be compelled to insure so- 
called indestructible property in order to ob- 
tain the benefits of the coinsurance clauses. It 
is unreasonable to penalize an owner of a fire- 
proof building to the extent of 64 per cent be- 
cause he excluded a small amount of property 
which would not be subject to damage. 

The present rule limits these exclusions and 
would compel practically all assureds who now 
enjoy the benefits of elimination clauses to in- 
crease the amount of insurance, with its conse- 
quent increase in their premium, so as to com- 
ply with the provisions of their coinsurance 
clauses. 

The rules as filed would result in an increase 
of the premium charged assureds in the State 
of Wisconsin. Previous to the filing of these 
rules, it has been common practice to attach 
to policies with the coinsurance clauses attached, 
riders eliminating from the provisions of the 
coinsurance clause certain so-called indestruct- 
ible property, such as pig metals and scrap 
metals, foundations below the surface of the 
ground, foundations of machinery, concrete 
floors and other similar items. 


Hawkeye President Now Heads Bank 


Des Mornes, Iowa, October 16.—Hal R. 
Howell, for ten years president of the old 
Hawkeye Fire Insurance Company prior to its 
consolidation with the Des Moines Fire and at 
present president of the Hawkeye Securities 
Fire Insurance Company, has been elected presi- 
dent of the Des Moines National Bank, one of 
the biggest banks in Iowa. He succeeds John 
Cavanagh, who was elected president three 
years ago, succeeding Arthur Reynolds, now 
president of the Continental-Commercial Na- 
tional of Chicago. Mr. Howell will be forced 
to give his entire time to the bank but he will 
retain his interests in the Hawkeye Securities 
and the Willcox-Howell-Hopkins & Mulock 
Agency. Mr. Cavanagh has announced no 
plans for the future. The Des Moines National 
was organized forty years ago. Before he re- 
moved to Chicago, George M. Reynolds, chair- 
man of the board of directors of the Conti- 
nental-Commercial National, was its president. 
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WESTERN ASSURANCE COMPANY 
; OF TORONTO Incorporated 1851 
FIRE, MARINE, TORNADO, EXPLOSION—RIOTS, CIVIL COM- 
MOTIONS AND STRIKES 
W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 1922 


ASSETS. - $4,835,545 -26 
SURPLUS IN UNITED STATES. $1,599,555-35 
TOTAL LOSSES PAID IN UNITED STATES 

FROM 1874 TO 1921 INCLUSIVE........$50,129,109.21 














$10,000.00 with $200.00 per Month 
Costs $80.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 150,000 Claims Paid $5,000,000.00 


Unusual Agency Opportunities at present in Central 
States 








Our Leading Salesman in 1921 made over $15,000.00 


Business Men’s Assurance Company 
‘W. T. GRANT, President KANSAS CITY, MO. 





UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH GIULLIAM STREET 


New York 


MARINE INSURANCE AND REINSURANCE 


FIRE REINSURANCE 


TELEPHONE BROAcC 4478 





INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


January 1, 1922 

Reserve for Unearned Premiums.................... $1,149,297.48 
Other Liabilities. . eee eee Te Ce 257,293.41 
Capital.. . .- $500,000.00 
Net Surplus. . .. 988,687.75 
Surplus to Policyholders. .. .... 2. 6.000 s0c000000- 1,488,687.75 

aotal Assets. .... 2.2.4. $2,895,278.64 

. H. Palmer, President E. B. Addison, Vice President ™ 


Wm 
B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 
J.C. Watson, Treasurer J. M. Leake, General Agent 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1922 


| FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . . $1,250,000.00 
Net Surplus, ... $2,840,571 
Surplus to Policyholders, $4,090,571 


EASTERN DEPARTMENT 


D. H. DUNHAM, President 
JOHN KAY, Vice-Pres. 
sai 


A. H. HASSINGER 
| NEWARE, N. 





WESTERN DEPARTMENT 
NEAL BASSETT, V.P. and Mgr. 
W. T. BASSETT, Ass’t Manager 

CHICAGO, ILL. 














“On Guard” ! 





“AMERICA FORE" 


The Continental has sixty-nine years of consistent 
square dealing to its credit. It is one of the ‘“‘old re- 
liables”’ of the business, and its contract of indemnity 
carries a perfect guarantee of loss payment on every 
valid claim. 


The trademark of the Continental, the aggressive 
Minute Man of ’76, expresses the alert spirit of pro- 
tection which the company has invariably offered. 


The Continental Insurance Co. 


NORMAN T. ROBERTSON 
President 


HENRY EVANS 
Chairman of the Board 


Eighty Maiden Lane, New York, N. Y. 
CASH CAPITAL: TEN MILLION DOLLARS 


CHICAGO MONTREAL SAN FRANCISCO 























You never have to explain 
to a client WHY you 
chose the Fireman’s Fund. 
Nothing will ever occur to 
demand an explanation. 
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amex field. We look for no such move- 
ad for a long time to come. 
EPTEMBER last made the sad rec- 
§ ord of contributing more to the ash- 
tap of the United States and Canada, 
,cording to the records of the Journal 
:Commerce, than any other month at 
igst as far back as January, 1920. The 
ss is given as $41,515,000, or about 
$0,000,000 more than in August last, 
and $15,000,000 more than in Septem- 
er, 1921; and it brings the total for the 
frst nine months of this year up to $292,- 
21,850, compared with about $250,000,- 
0 for the first three-quarters of last 
year. Whereas the Journal of Commerce 
calculated the loss in the full year 1921 
a over $333,000,000, there is now little 
likelihood of this year’s loss being less 
than $360,000,000. 





NEW YORK SURVEYS 


The New Sprinkler Equipments.—Bulletin 

Xo. 1823 of the New York Fire Insurance Ex- 
hange lists five new equipments. They grade 
a follows: One at 45 per cent; one at 70 
per cent; one at 80 per cent; one at 85 per cent; 
te at 100 per cent. The Bulletin also notes 
that alarm service has been installed in four 
aes, thus lifting the percentage grading of 
these four equipments. 

Wonders of the Motion Picture.—Although 
they were not born in 1906, one of our am- 
itious motion picture theaters is showing the 
san Francisco earthquake and fire of April, 
i906. If it keeps on at this rate of advance, 
there is not the slightest doubt but what we 
‘tall be soon shown actual pictures taken on 
he spot and at the time of the burning of 
Xome, and to this there will probably be coupled 
the voice reproduction device so that we shall 

at, if we do not see,. Nero’s fiddle. 

An Effective Total—In the forty-seven 
ears, 1875 to 1921 inclusive, the property de- 
‘toyed by fire almost equaled the net national 
cbt of this country at the present time. It 
mounted to $8,296,406. What a difference it 
vould have made if only a portion of this had 
‘en saved—for instance, one-quarter ! 





The Insurance Institute of America.—The 
annual conference of the Institute is set for 
October 24, at 10 A. M., in the rooms of the 
New York Board of Fire Underwriters, 123 
William street. The delegates will be guests 
of the at luncheon, which will be 
served at the Bankers Club. In the evening the 
Insurance Society has invited the delegates to 
be their guests at the Hotel Astor meeting. 

The Insurance Society—The opening 
meeting with dinner of the Insurance Society 
will occur next Tuesday. The promise is al- 
ready for an excellent attendance, and the out- 
look is that more executive officers will be 
present than at any previous dinner of the 
Society. 


BOSTON AND VICINITY 


Boston Brokers to Meet.—The Insurance 
Brokers Association of Massachusetts will hold 
its annual meeting next Tuesday. The nomi- 
nating committee has presented the following 
names to be acted upon at this meeting: Presi- 
dent, Harry A. Stevens; first vice-president, 
Carlyle R. Hayes; second vice-president, Wil- 
liam F. Macy; treasurer, Lawrence B. Page; 
secretary, Leland W. Kingman. Members of 
the executive council will also be elected. 


Institute 


Boston Board Annual Meeting.—The 
Boston Board will hold its annual meeting on 
the fiftieth anniversary of the great Boston fire, 
November 9. A special dinner is planned to 
commemorate the anniversary, and the guests 
will include several men who actually partici- 
pated in fighting the flames in the disastrous 
fire which swept Boston fifty years ago. The 
committee in charge are President Alfred 
Davenport, John J. Cornish, J. H. Eddy, A. S. 
Lovett and G. Hayden Henderson. The nomi- 
nating committee for the 30ard to 
bring in a list of officers for the coming year 
is announced as follows: Chairman, Frank A. 
Dewick, James H. Carney, Samuel B. Reed, 
I-dward F. Woods and Joseph E. Downey. 


NEW JERSEY ITEMS 


Insurance and _ Election. 
weeks Bergen county, particularly that section 
embracing Hackensack, Ridgewood and vicinity, 
has been in the throes of a genuine surprise 
consuming and widespread. Robert A. Sibbald, 
one of the local insurance agents in Hacken- 
sack, and who is the Democratic candidate for 
surrogate at the coming election, has publicly 
made charges of gross corruption and graft 


3oston 


For several 





against the present Republican incumbent of 
that office. The excitement has been consider- 
ably heightened owing to the continued silence 
of the accused official. 

Hackensack.—The extensive remodelling 
operations of the Hackensack Trust Company’s 
building, involving the construction of a large 
addition, together with an entirely new furniture 
and safe deposit equipment, are rapidly ap- 
proaching completion. A large amount of fire 
insurance was placed last week to cover this 
added value, each local agency receiving its 
proper allotment. 

Great City Proposed.—lor some time a 
movement has been on foot to combine several 
of the principal municipalities of Bergen county 
into one large city, to be called the city of 
Bergen. This combination would show a total 
population of some three hundred thousand. 
Ever since the prospect of improved transit 
facilities between Manhattan and the northern 
part of New Jersey has shown signs of early 
realization, the matter of economical municipal 
government (with all its other advantages 
through combination) has been uppermost in the 
minds of far-seeing men of affairs. 

Armories Called Traps.—State Fire 
Marshal George C. Neal has declared that the 
forty-four armories in the State which have 
been popular as winter dance halls, are “verit- 
able death traps” in case of fire or panic. Mr. 
Neal would forbid the use of these buildings 
for large gatherings, on account of their 
heavily barred windows and inadequate exit 
facilities. ‘The fire marshal has no power to 
act in the matter, but a thorough investiga- 
tion of each from a fire protection standpoint 
will be made. 


Home Fund and Liberty Life Merge 

RicHMoND, Va., Oct. 4—The Home Fund 
Insurance Company and the Liberty Life, both 
of Greenville, S. C., have been merged, effective 
October 2, and in future will operate as the 
Home Fund Insurance Company. The new con- 
cern will start off with something more than 
five million of insurance, mostly industrial, in 
force. E. A. Gillfellen was president and 
L. B. Houston secretary of the old Home 
Fund, and W. Frank Hipp president and H. L. 
Voegel secretary of the Liberty. 


The stockholders of the Pennsylvania Fire, of Phil- 
adelphia, have authorized the transfer of $250,000 
from surplus to capital, thus increasing the latter to 
$1,000,000. 


REINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, Preside.st 
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INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice-Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, III. 











National Life Insurance Company 
of the Southwest 


The Company to represent in New Mexico 
and Arizona ‘‘More Days of Sunshine” 


For attractive agency proposition write 


Ww. C. KEIM 


Agency Director ALBUQUERQUE, NEW MEXICco 























ACACIA MUTUAL LIFE ASSOCIATION ee: 
THIS DID NOT HAPPEN BY CHANCE 1857 1922 


New Insurance Issued in 1921............ $42,448,000.00 
Gain in Insurance in Force............... 30,124,750.00 
Insurance in Force December 31, 1921. ... 101,222,295.00 
MER ee Rete. cies, 5g, wyssislvde ss 4,613,494.57 
Increase in Assets...................0000- 1,518,954.00 
Increase in Reserve.................:.... 1,282,156.00 
Increase in Surplus....... 225,575.00 


UNEXCELLED LIFE INSURANCE PROTECTION— 

LOWEST NET COST—ABSOLUTE SECURITY—PER- 

FECT SERVICE—SQUARE DEALING—A SATISFIED 
IELD FORCE 


WILLIAM MONTGOMERY 
President 


Homer Building 
Washington, 














Che Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 











YELLOWSTONE 


National Park is the greatest collection of astounding, 
odd, beautiful, grand, unique natural wonders in the 
world. In August, 1923, the $100,000 Club and the 
$200,000 Club of the Farmers National Life Ins. Co. 
with their wives or sweethearts or both, will assemble 
in Chicago and proceéd on a sixteen days trip to 
Denver, Colorado Springs, Manitou, Garden of the 
Gods, Pike’s Peak, Royal Gorge, Marshall Pass, 
Canyon of the Gunnison, Salt Lake City (on a 
Sunday), Saltair, Yellowstone Park (six days), Twin 
Cities and the Mississippi River Scenic Route. 
If you’re interested write to 


Farmers National Life Insurance Co. 
FP. N. L. Building— 3401 Michigan Ave. 
Chicaso, Illinois 











AGENCY MANAGER WANTED 


A Middle Western life insurance company is desir- 
ous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 


An attractive contract will be given the right man. 











HOME FRIENDLY INSURANCE CO. 
BRA. OF MARYLAND, oe — 
has grown so in popularity until it is‘now generally conceded to be 
“one of the leading Industrial life insurance companies in America’’ 
issuing LIFE, HEALTH and ACCIDENT Policies. 

Write for Financial Statement 


HOME OFFICE: j1026 Linden ,Ave., BALTIMORE, MD. 














NEW and up to date policy 
contracts. REAL SERVICE 
toPolicyholdersand Agents. 
NOTSO BIG to lose sight of 
individual Agents, and big 
enough to serve its Agency 
and Policyholders satisfac- 
torily. SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 


JAS. H. JAMISON, Pres’t 





nsuranceCompany 


DES MOINES, IOWA 











Address Middle West, 
Care of THE SPECTATOR, 

Post Office Box 1117 City Hall Station, New York 
—— FIRE ASSOCIATION of Philadelphia 
NNN Organized Sept.1,1817. | Incorporated March 27, 1820 

eee . Charter Perpetual 

ll hh: 

wel Reserve and other Liabilities. .......... 11,318,327 
INGE SUIBIUS....<..05 sorts ccesteacsest | TOEeee 
Surplus to Policy Holders. ............- 4,871,596 


E. C. IRVIN, President. 
J. W. COCHRAN, Vice-President. 
JNO. B. MORTON, 2d Vice-President. 
M. G. GARRIGUES, Secretary and Treasurer. 
R. N. KELLY, JR., Assistant Secretary. 














BALTIMORE LIFE INSURANCE COMPANY 
BALTIMORE. MD. 


WILLIAM O. MACGILL, Presipenr. 
Agents desiring to connect themselves with a solid and progressive, yet conservat'? 
Life Insurance Company, an address S. D. Powell, Secretary, giving references. 


of policies. 


— 








KANSAS’ GREATEST LIFE INSURANCE 
COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 
Home Offices Wichita, Kansas 





Attention, Insurance Men! 








A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given t0 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 


Address L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. ¥: 


— 
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Industrial and Ordinary Life Insurance policies issued upon all attractive forss his dais 
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HEARD 


ALONG WILLIAM STREET 








LIFE PRESIDENTS’ MEETING 
Association to Convene at Hotel Astor 
December 7 and 8 

Darwin P. Kingsley, president of the New 
York Life Insurance Company, will preside at 
the sixteenth annual convention of the Asso- 
ciation of Life Insurance Presidents, to be held 
at the Hotel Astor, New York city, on Thurs- 
day and Friday, December 7 and 8. The un- 
derlying theme of the convention will be 
“Waste—The Chief Obstacle to Complete Busi- 
ness Recovery.” This will be discussed from 
the specific viewpoint of life insurance, and 
also from general business and Governmental 
angles. 

The companies throughout the country are 
preparing statistical surveys ot their current 
activities, which, when compiled and presented 
at the convention, will show trends, of the 
various departments of life insurance interpret- 
ing present national economic conditions. 


Carl Shreiner Returns 

Carl Shreiner, who before the war was man- 
wer of the Munich Reinsurance Company of 
Munich, returned to the United States last 
week from a trip to Germany for the purpose 
of conferring at the home office relative to the 
properties in this country taken over by the 
Alien Property Custodian. 





Local Changes of Interest 
Henry S. Nadelweiss of 100 East 15th street, 
New York, has been discontinued as branch 
manager for the Pacific Fire Insurance Com- 
pany. 





E. T. Jenkins, Inc., 150 Montague street, 
Brooklyn, has been discontinued as Western 
district agents for Mills & Honness. 


J. J. Kelle, 1367 Broadway, Brooklyn, has 
deen appointed Eastern district agent for the 
Detroit Fire and Marine Insurance Company. 





John Ohnemus, 395 Broadway, Long Island 
‘ity, has been appointed Long Island City 
‘gent for the Insurance Company of the State 
ot Pennsylvania. 





R. R. Wangeman, Inc., 388 Broadway, has 
‘een discontinued as Long Island City agents 
lor John S. Turn. 





Kahn & Leitch of Brooklyn have moved 
‘0 new quarters at 142 Montague street. 


F. L. Brokaw Goes With Lewis & Gendar 

The appointment last August of Lewis & 
Gendar, Inc., as Metropolitan agent of the Na- 
tional Liberty, is now followed by the an- 
nouncement that F. L. Brokaw, one of its 
secretaries, is to join the Lewis & Gendar or- 
ganization. 

Mr. Brokaw has had a very wide insurance experi- 
ence, having started with the Wallace Reid Agency in 
1908. The present change is the fulfillment of many 
years’ desire to enter the agency end of the business. 
In 1915 he joined the New Jersey Insurance Com- 
pany, taking charge of the department, 
and shortly thereafter was elected treasurer of that 
company. In 1921 he came to the National Liberty 
with the title of auditor, in which capacity he had 
charge of the installation of the new accounting sys- 
March, 


accounting 


made assistant secretary in 


tem. He was 
1922, and secretary in April, 1922. Coming to the 
National Liberty with the present administration he 


was an important factor in the reorganization of that 
company, and leaves with the best wishes of fellow- 
officers and staff, who feel that although he will not 
continue as an officer he will still be affiliated with 
the National Liberty through his connection with its 


Metropolitan Agent, Lewis & Gendar, Inc. 


WESTERN BUREAU MEETING 


Cost of Business Keynote of President C. 
H. Yunker’s Address at Briarcliff 

The fall meeting of the Western Insurance 
Bureau held Wednesday and Thursday of last 
week at the Briarcliff Lodge was attended by 
a larger delegation of Western managers. 
Charles H. Yunker, president of the bureau, 
made an address in which he urged means be 
taken to bring about a reduction in expense 
costs. 

Mr. Yunker advised care in paring down ex- 
penses that are a vital part of the business, 
such as legitimate agency commissions, and 
urged a thorough investigation of the entire 
expense field with a view to finding means of 
eliminating waste and unnecessary expense 
items. He mentioned the increased expenses of 
bureau operation and the high salaries paid to 
special and State agents. He also mentioned 
as a possibility the limitation of agents. 

Brooklyn Brokers to Meet To=-night 

The first fall meeting of the Brooklyn In- 
surance Brokers Association will be held at the 
headquarters of the Brooklyn Chamber of Com- 
merce, 32 Court street, to-night at 8 P. M. 

At this meeting the nominating committee 
will be elected to select candidates for office 
for the year 1923 and a full attendance is re- 
quested by the officers. 

Among matters to come up are the extent of 
the educational work which the association is 


MAKING PREPARATIONS 


Chicago Life Underwriters Re-elect 
Darby A. Day 


WILL ARRANGE FOR 10,000 
DELEGATES 


Plan Enormous Gathering at Next Annual 
Meeting of National Association of 
Life Underwriters There 

Cuicaco, Itt., October 16.—Elaborate prep- 
arations are being made by the Chicago Life 
Underwriters Association to make the Na- 
tional Association convention which will be held 
in this city next September the largest meeting 
of its kind ever held. The first step in this 
direction was taken to-night by the re-election 
of Darby A. Day, manager of the Mutual Life, 
of New York, as president of the local associa- 
tion. Through the energetic work of Presi- 
dent Day and his co-officers, the remarkable 
growth of the local association during the last 
year has attracted the attention of life insur- 
ance interests throughout the country. 

Arrangements have been made for the accom- 
modation of visiting life insurance men at the 
Drake Hotel, and the Medinah Temple, which 
seats 50C0, has been chartered for the meeting. 
Plans are being made to handle 10,000 life in- 
surance representatives at the coming meeting, 
and work will soon be started to get committees 
functioning. 

Other officers named to conduct the affairs of 
the local association during the coming year 
are Vice-President Harry C. McNamer, Equit- 
able Life of New York; Secretary Harper H. 
Moulton, Provident Life and Trust; execu- 
tive committee—John H. Dingle, Massachusetts 
Mutual; E. J. Faltysek, Northwestern Mutual; 
Jens Smith, Pacific Mutual, and Carl Joseph, 
Mutual Benefit. 


National Reserve Appointments 

The National Reserve Life Insurance Com- 
pany has announced the appointment of George 
M. and Robert G. Hail as managers for Kan- 
sas City. The brothers have been well known 
in the banking business there. 

The company also announces further appoint- 
ments as follows: Will H. Ford, manager for 
Northern Oklahoma; Thomas H. Thornton, 
manager for the Panhandle district of Texas; 
A. M. Bayer, manager at Minneapolis; Paul 
W. Anderson, manager at Owatonna, Minn.; 
J. H. Hill, manager at Washington, Iowa; R. 
L. Smith, manager at Jonesboro, Ark.; A. W. 
Jones, manager at Waxahachie, Tex. 





to undertake this fall and winter and other 
matters of policy which the officers would like 
to have the advice of the membership about. 











Has paid losses for 
over 50 years 


J. HARRIS LENKER, President 





City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 


Organized 1870 
Cash Capital $600,000 


A strong, conservative Company, noted for 
fair and prompt adjustment of losses 


A. F. O’DANIEL, Secretary and Underwriting Manager. 
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Ready Reference Digest 


of 
Accident and Health 


Insurance Law 
By Myron W. Van Auken 


of the Utica, N. Y., Bar, General Counsel for 35 
years of the Commercial Travelers Mutual Accident 
Association of America, Utica, N. Y. 





MYRON W. VAN AUKEN 


A complete reference book containing 
digests of all Federal and Appellate deci- 
sions defining the words “Accident” and 
“Accidental Means.” 


Completely cross indexed from every 
possible lead. Ready reference to every 
angle of every decision. 


Contains the information absolutely nec- 
essary for accident and health insurance 
companies’ officers, their claim departments, 
their adjusters, surgeons and physicians and 
is most valuable for all attorneys interested 
in health and accident insurance cases. 


Price $6.50 per copy 


THE SPECTATOR COMPANY 


Selling Agents 
CHICAGO NEW YORK 


oR, 


The Farmers’ Life Insurance Company 


Home Office, Denver, Colorado 





E. M. Ammons, President B. M. Stackhouse, Sec’y. 








CRO Fa oo cae tectviicnsend $2,800,000. 00 
SURPLUS TO POLICY HOLDERS.. 350,000.00 
INSURANCE IN FORCE........... 15,250,000. 00 


Inviting Agency Connections Offered 
Particulars Furnished on Request 

















If you can write Ordinary and Industria 
business in an exceptional field, under a pro. 
gressive live-wire manager, who controls fiye 
offices, all making exceptional records and 
incidentally green=backs, address (in strict 


confidence to you) Box 75, Ironton, Ohio. 








WANTED 


Experienced Agency Manager of Ordinary De- 
partment by Southern Life Insurance Company 
that operates in twenty States. 


Address ‘Ordinary’ care of THE SPECTATOR, 
P. O. Box 1117, New York. 




















THE 


Boston Mutual Life Insurance 
Company 


77 Kilby Street “7#2,Combany of the ~— BOSTON, MASS 


H. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. 
ROBERT KING, Supt. of Agencies 

A corporation organized and operating under the Insura 

Massachusetts. All desirable forms,of up-to-date contr 
CORRESPONDENCE SOLICITED 


Boston Mutual Contracts in their wording are perfectly simple and 
benefits SIMPLY PERFECT. ; 


nce laws of 
acts issued. 


their 





Tie Great Ainenio A —— 
Jnckemmmity COMMPEH 5, in prospet 
ay for The Great 









American. The 
general busi- 
” ness depression 
ii. which has 









swept the coul- 

try has not af- 

fected Great 

MANSFIELD, OHIO American busi- 

Ohio’s Largest and Strongest ness. It was 
Automobile Insurance Company never better. 














12 








It 
tutio 
of tl 
as it 
viola 
obligs 
of th 
of th 
patro! 
the 1 
social 
as it 
suffer 
the bt 
shield 
trustec 
class ¢ 
agains 
just a: 
insura 
march 
nomic 
pay cl: 
in eac 
precise 

Ther 
those ¢ 
overloc 
and po 
to conf 
and co 
which { 
have b 
of dem 
dictatec 
vation 
selves t 
tion on 
the sar 
the tru: 
We nee 
rememb 
carrying 
that we 
involvin 
mental | 
instituti 
ducted 
funds w 
the seetl 
Hoods | 
national 
faithful 
We pers 
to the m 
for the 
A poli 
tract of 
by the i 
lated sun 

Ing of ¢ 
Words ar 
nish no 


_—__——, 
Address 

and Suret: 

September 


| 


@o 
° 
> 


| 


sd 
sss 





ustrial 
a pro: 
Is five 
Is and 

Strict 


0. 


e- 
ny 


OR, 





anc¢ 


, MASS. 


& Treas. 


se laws of 
cts issued. 


le and thet 


—— 
ETE 


‘d-Break- 
Year 


prospect 
e Great 
an, The 
| busi- 
pression 
h has 
he coun- 
; not af- 
Gre at 
an busi- 
It was 
etter. 





ee 








October 19, 1922 


THE SPECTATOR 


Fire Insurance 








The Duty of Insurance to the Public - 


By Henry Swirr Ives 


Secretary of the Casualty Information Clearing House 


It is just as much the business of the insti- 
tution of insurance to assist in the preservation 
of the institution of representative democracy 
as it is for it to safeguard and to maintain in- 
violate the sacred fiduciary trust which it has 
obligated itself to perpetuate for the protection 
of the people. It is just as much the business 
of the institution of insurance to guard its 
patrons, beneficiaries and subscribers against 
the invasion into the body politic and body 
social of destructive theories and mad fancies 
as it is for it to stand as a bulwark against 
suffering and misfortune. It is just as much 
the business of the institution of insurance to 
shield the funds with which it has been in- 
trusted against the menace of confiscation by a 
class absolutism as it is to protect these funds 
against burglars and embezzlers. And it is 
just as much the business of the institution of 
insurance to erect a barrier against the wild 
march of the disciples of political and eco- 
nomic chaos as it is for it to adjust losses and 


pay claims. In each case the duty is similar; 
in each case the obligation is certain and 
precise. 


There has been a tendency, however, among 
those engaged in the business of insurance to 
overlook to a considerable extent the social 
and political phases of their engagements and 
to confine their attention to the more personal 
and commercial features of the enterprise in 
which they are engaged. Whatever effort may 
have been made to combat the bartering away 
of democracy and all that it involves has been 
dictated perhaps more by a desire for the sal- 
vation of our own petty and inconsequential 
selves than it has been by any serious considera- 
tion on our part of the duty which we owe in 
the same connection to those for whom we are 
the trustees, and to the public at large as well. 
We need to broaden our horizon. We need to 
remember that we are not simply executing and 
carrying out a trust made up of dollars, but 
that we are in a larger way administering trust 
involving the application of the most funda- 
mental social and economic principles. If the 
institution of insurance as a privately con- 
ducted enterprise is destroyed, if the trust 
funds which we are safeguarding are fused in 
the seething camp kettles of the political Robin 
Hoods of the day, we, as executors of the 
tational insurance estate, will have been un- 
faithful to those who have had faith in us, and 
we personally will suffer but little as compared 
to the millions from whom we hold a mandate 
for the protection of their lives and property. 

A policy of insurance is not merely a con- 
tract of indemnity. It is more than a promise 
by the insurer to pay to the assured a stipu- 
lated sum of money in the event of the happen- 
ing of a particular contingency. The stilted 
words and formal diction of the indenture fur- 
tish no clue to its real significance. The 


_—_—_— 

Address before the National Association of Casualty 
and Surety Underwriters, held at Lake Placid, N. Y., 
September 25 to 29, 1992. 


wherefore’s and the whereas’s, the hereinbe- 
fore’s and the hereinafter’s and the other 
pompous platitudes of the florid language of the 
law only serve to confuse its true meaning. In 
it there is much that is not “nominated in the 
bond.” The obligations of service, security 
and solvency on the part of the insurer are for 
the most part implied, and it is to the everlast- 
ing credit of the legitimate stock insurance in- 
terests of America that those implied warran- 
ties have been carried out with unerring and 
exact regard for the trust which has been im- 
posed. 


Imposes EcoNnoMIc OBLIGATIONS 

But further obligations are involved, some 
of which we are now only beginning to fully 
realize and appreciate. Are not the executors 
of the national insurance estate just as much 
bound to safeguard its heirs-at-law against the 
destruction or confiscation of their heritage by 
antagonistic social and political forces as they 
are bound to build up proper financial reserves 
against future demands? Is it not just as much 
the duty of these executors to see to it that the 
governmental institutions tinder which this 
estate has been invested and is now protected 
from spoliation be preserved and sustained as 
it is for them to provide against the ravages 
of fire and floods and other calamities? 

These questions answer themselves in the 
affirmative. The funds obtained from the as- 
sured and held for their protection have for 
the most part been invested by their designated 
trustees—the companies—in capitalistic enter- 
prises. It is therefore incumbent on these 
trustees to see to it that not only the present 
security is ample, but that the economic sys- 
tem which holds the key to the security is not 
endangered. The first of these obligations has 
been fulfilled; we are just awakening to our 
liability as to the second. It is quite as essen- 
tial that the insuring public be protected against 
wild-cat government as it is that this same 
public be protected against the investment of 
insurance trust funds in wild-cat enterprises. 
The indemnity contract morally binds the in- 
surer to carry out both of these implied duties. 
If he does not he is unfaithful to the interest 
of those who have placed reliance in him. 
The stability of the governmental institutions 
which make’ the private ownership of land 
possible and profitable are just as much a part 
of the security behind a farm mortgage as is 
the appraisement of the land mortgaged in 
terms of dollars. The bonds of Russian indus- 
tries are valueless because the government 
which gave value to the property pledged has 
collapsed. The German mark is worth no more 
than the paper square which represents it be- 
cause in that country the only sovereignity is 
And for the same 
insurance contracts 


that exercised by a debt. 
reason Russian pre-war 
are but a memory and those of Germany con- 
sist only of futile words. If we, therefore, de- 
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sire that the insurance indentures of America: 
be not violated by the destruction or decay of 
the political and economic fundamentals upon: 
which they rest, the path of duty before us is: 
quite plain. And I do not think that it can be: 
successfully denied that any procedure adopted! 
by the custodians of the American insurance 
trust funds to avoid such a situation here as 
exists abroad is entirely compatible with the 
obligations these custodians have assumed, un- 
der the contract of insurance, to protect, safe- 
guard and serve those who’ have put their faith 
in them. Such a duty may not be an obvious 
part of a contract entered into by a vendor of 
steel, a seller of grain or the builder of a 
house. It is, however, in my opinion, the warp 
and woof of the insurance engagement, al- 
though unwritten and unrecorded. 


StRUGGLE TO Upnotp INSTITUTIONS 


I need not detail to you the character of the 
struggle in which the patriotic people of this 
country are engaged to maintain and to per- 
petuate our free institutions and to preserve 
the economic stability of the nation. The re- 
cent strikes, the revolutionary doctrines pro- 
mulgated by certain self-serving labor char- 
latans and the attacks on the integrity of the 
United States Supreme Court are only a few 
of the anti-democratic manifestations which 
confront us all. Many of those engaged in 
the business of insurance in their private capac- 
ities as citizens have deplored this situation, but 
I doubt if many have examined it from the 
viewpoint of their positions as executors of 
the national insurance estate. At the first in- 
timation of legislation directly affecting the 
enterprise in which we are jointly engaged we 
jump into the arena with commendable vigor. 
What is transpiring, however, within our com- 
paratively narrow orbit is only a single phase 
of the wider world movement directed towards 
the return of monarchy under the guise of class 
absolutism, and the snuffing out of the candle 
of individual achievement. ; 

State compensation insurance in Ohio is not 
nearly such a dangerous thrust at the heart 
of insurance as the ownership of the railroads 
by the government would be. Discriminatory 
legislation is not nearly so important as a men- 
ace to our affairs as is the general attack being 
made on the capitalistic system. Tax troubles 
in Illinois may be minimized when compared 
to the far greater danger involved in the 
LaFollette proposal that the Federal Supreme 
Court to be shorn of its power to declare acts 
of Congress in violation of the Constitution. 

The time has come for the insurance inter- 
ests of America to unite and fight for the 
protection of the millions who have trusted 
them. The time has come for the insurance 
interests of America to stand as a barrier be- 
tween these millions together with the billions 
of property which they have acquired and 
which insurance protects, and the rising tide of 
reactionary and destructive socialism. The time 
has come for the insurance interests of America 
to make the struggle to maintain the stability 
of truly representative democracy their strug- 

(Continued on page 31) 
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‘It ain’t the individual, nor the army as a whole, 
But the everlastin’ teamwork of every bloomin’ soul.”’ 


TEAMWORK is the spirit of the Union Central Life Insurance Company. Each individual agent knows that 
the Company is back of him, ready to encourage and urge him onward in his work. 


Indications of Company progress during the past year are the establishment of a Service Bureau—the adoption 
of new policy contracts,—increased cash values,—and an increase in the interest rate to 5 per cent on policy pro- 


ceeds and on dividends left on deposit. 


Such progress gives two in one satisfaction,—satisfaction to policy-holders,—satisfaction to agents. 


You SERVE the Public 


You SERVE Yourself 


If You SERVE 


The Union Central Life Insurance Company 


Cincinnati, Ohio 

















PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


r ) 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 











New Disability Clause 


Two years ago this Company devised a Disability 
provision which was far in advance of any that had 
been previously contained in a life insurance policy. 
We now announce a new Disability provision. Its 
features are: 

Immediate beginning of a lifelong monthly income. 

When total and permanent disability has lasted five FF 
years, the monthly payment will thereafter be in- 
creased 50%. | 

When total and permanent disability has lasted ten 
years, the original monthly payment will be increased 
100%. 

Total disability that has lasted three months will be 
assumed to be permanent. 

Waiver of premium, of course, together with full 
annual dividends and a full annual increase in cash J 
surrender value. | 

As age increases, and the family income dwindles — 
through diminishing resources, the disability income 
increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Co. - 
of New York | 


34 Nassau Street, New York 
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O, I’m not interested in buying life 
insurance at the present time,” said 
Brooks, the head of the 

holesale drug firm of Brooks & Co. 


young 


© “If I solicited only those who are interested 

a life insurance, | would spend all my time in 

z hospitals and cemeteries,” laughed Walton 
god-naturedly. 

Brooks smiled too. 
Pay money by putting it right here in this busi- 
mess,” he stated emphatically. “You know 

arnegie said to put all your apples in one 
asket—and watch the basket.” 

“If you can give me a few moments of your 
time,” said Walton, warming to his subject, 
“Vl! relate an instance that has just happened. 
PThree years ago, just before their wedding, a 
Young married couple bought a house for $10,- 

0; $3000 down; $6000 first mortgage; $1000 
second mortgage, with annual instalment pay- 

mts of $100. Neither he nor she would 

sen to any proposal of life insurance. There 
mwas a baby at the end of the first year and 

“mother at the end of the third vear. Then 
First mortgage 


“TI can do better with 


Mu, pneumonia, and he died. 
| of $6000; remainder of second mortgage, $700; 
“apparent equity, $3300—actual equity probably 
Pnothing, An undesirable element had invaded 
Ptheir neighborhood and property values had 
Mallen. The young widow’s mother is an in- 
‘valid. Nothing in the savings bank. The new 
baby is only four weeks old. What this little 
amily will do nobody knows.” 
| “Very pathetic story,” acknowledged Brooks, 
Pfooting into a pile of letters on his desk. “But 
pim still young and strong and can afford to 
Wake a chance on nothing going wrong for a 
> few years. Drop in again, Walton; I like 
pyour fairy stories.” 
© The undaunted insurance man picked up his 
Mat and took his departure. A few months 
Mier Brooks went home from the office feel- 
sick and feverish. That night they sum- 
Moned the doctor, who pronounced it typhoid. 
Mor several weeks Brooks had a “close call.” 
Hlis wife and two children watched over him 
cc stantly. Many times while he lay there 
be thought of Walton's “fairy” story, of what 
PWould become of his family and his business, 
of his depleted hank account and the money 
: had borrowed to finance his small enterprise. 
f (Copyright, 1922, hy The Spectator Company, New 
eek. Companies and general agents desiring to use 
pus article, write to Tue SprEcTator.] 


A Friend in Need 


By James Cary Hawes 


Finally the fever released its grip on his weak- 
ened body, and when he returned to the office 
his first move was to call up Walton. 

“Hello, Walton,” he determina- 
tion, “I wish you’d bring an application over 


said with 
as soon as I am strong enough to pass the 
physical examination. I’ll meet those premiums 
if I have to do without food to do it. You'll 
never have to tell me any more of your sob 
stories; I’ve just lived one. Been to Hades 
and_ back.” 

It was the largest policy 
written—so large in fact that Brooks felt self- 


Walton had ever 
ish every time he lived through a day. Brooks 
& Company had drifted into a bad rut during 
its president’s absence and seemed to be on 
the verge of going to the wall. 

A representative of a large pharmaceutical 
manufacturer called at Brooks’ office one after- 
noon a few years later to present a bill for an 
old account covering goods brought on con- 
signment, 

“Really, Mr. 
turer with diplomatic politeness. “Our company 
feels that it has been sufficiently generous and 
lenient with Brooks & Company in regard to 
It is 


Brooks,” began the manufac- 


carrying this open account on its books. 
my desire and purpose to effect an amicable 
settlement of this matter without further delay. 


599 


What adjustment can you suggest: 

“We fully appreciate the confidence you have 
placed in Brooks & Company,” assured its pres- 
ident. “Unfortunately our business has shown 
a marked downward tendency in the past few 
reason why we cannot 


years, but I see no 
Are you in a position to 


weather this storm. 
allow us a day in which to obtain a loan to 
meet our obligation to your company ?” 

“We are anxious to assist in any way possible 
to accomplish an early adjustment, Mr. Brooks 
I shall see you again tomorrow.” 

Brooks immediately called up all his bank- 
ing connections, but without Evi- 
dently the business world was well informed 
of the financial difficulties of Brooks & Co. 
He then put on his hat and went to see a friend 
who was unable to supply the necessary loan. 
The following morning he spent in soliciting 
money from business friends, but it was a hope- 
less task. About Walton dropped in 
Brooks’ office to deliver a fire insurance policy 
and heard his tale of woe. 

“My company will be glad to lend you money 
Walton. 


success. 


noon 


insurance,” suggested 
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on your life 


“Let me know how much you need and I'll 
arrange the loan at once.” 

3rooks fell on the agent’s neck. “Lordy,” 
he exclaimed exultantly, “I thought life insur- 
ance was only to support widows and orphans.” 
to the insurance office 
During the next ten 


They went at once 
and arranged the loan. 
Brooks & Co. prospered sufficiently to 
get back on its feet. By that time Brooks’ 
son, Judson, was old enough for college and 
Ileanor, his daughter, was ready for a finish- 
ing school. About a month before the opening 
of school she cornered her father after dinner. 


years 


“Daddy, dear,” she coaxed, stroking his bald 
spot, “All the other girls are going to Briar 
Point School this year. Won’t you be a dear 
and let me go too?” 

“It’s more important for boys to have an 
education than girls,” argued Judson. “I’ve got 
to go to Harvard, that’s settled. People don’t 
care whether girls get through high school or 
not. But a man’s got to have a college educa- 
tion to become an executive.” 

“Don’t listen to him, daddy dear,’ whispered 
Eleanor with a kiss. “That's 
Women have to have an education now to vote. 
Judson should go to work like you did.” 

“Never mind,” calmed Brooks, Sr., “I think 
I can arrange for you both to go.” 

The following day he called on the faithful 
Walton and borrowed enough from the insur- 
ance company to complete the education of 
Judson and Eleanor. By the time Judson had 
finished at Harvard the loan was paid off, and 
he entered Brooks & Company as purchasing 
agent. Immediately he took it upon himself 
to double the stock of merchandise without 
obtaining the sanction of the stockholders, and 
this was what caused the big disruption. 

The stockholders held a meeting and with- 
out equivocation demanded the resignation of 
the young purchasing agent within twenty-four 


foolishness. 


hours, which of course was a heavy blow to his 
father. Brooks, Senior and Junior sat up half 
of that night planning how to finance the busi- 
ness as Brooks & Son. The following morn- 
ing they again called in the ever-ready Walton, 
who, for the third time, pulled Brooks out of a 
rut with a loan on his life insurance. With 
this and a loan from a bank, the father and 
son were able to gain sole ownership of the 
business. 

Brooks & Son is now written on the office 





windows, and Walton is in receipt of the fol- 
lowing letter from Brooks, Sr.: 
Dear Walton: 


I feel that I owe much of my success to you for 


having sold me the life insurance policy which has 
made Brooks & Son what it is to-day. You have 
taught me a valuable lesson on life insurance. I 
never before realized that it could render so much 
real service to a man in addition to protecting his 
family. As a small token of my appreciation and 
endless gratitude I ask that you accept a block of 
stock in Brooks & Son, which is to-day being trans- 
ferred to your name. 
Yours for life insurance, 
Jupson Brooks, Sr. 


Psychology in Selling Life Insurance 
By F. H. Winttams 

“There’s a lot of psychology in the success- 
ful selling of life insurance,” declared a lead- 
ing Middle Western agent. 

For instance, consider the interesting fact 
that people who buy life insurance prefer to buy 
policies from agents who are successful rather 
than from agents who are having a difficult 
time to make both ends meet. 

The prospects may not say that they prefer 
to deal with successful agents, they may not 
even consciously frame this opinion, but the 
fact remains true nevertheless. The majority 
of men who are in the market for life insur- 
ance infinitely prefer to get their policies and 
to do all their negotiating with agents who 
have a standing in the community, who have 
the appearance of success and who really are 
successes. 

Consequently in my own business I always 
do everything possible to emphasize the fact 
that I am going strong in my chosen avoca- 
tion. And I often think that other life insur- 
ance agents might find sales resistance less 
strong if they would also do the things along 
this line that I do. 

There are so many little points to watch in 
getting over to the general public the impres- 
sion that you are a success. 

One little thing that I always carefully watch, 
for instance, is the place where I eat my 
lunches and the company with which I am seen 
at lunch time. 

I always eat lunch where the leading men 
and successful men of the city eat and I always 
make it a point to eat with such men and not 
by myself and not with men who aren't getting 
along. 

This simple plan at once puts me in the class 
with the successful men, where I belong, and 
it makes it a tremendously Ict easier to talk 





fraternal orders, shows that assessment insurance is still an important 


factor in competition for life insurance, and not to be ignored by old-line Full coverage contracts. Or- 
managers and agents: al 
WrittEN In Force dinary Life — Installment 
af IN 1921 Dec. 31 1921 Double Indemnity — Term — 
Old tine Cordinary ). «.<o4 66660008 06% $6,635,840,279 $36,378,537,873 4 < 
Old dines Candustrial)....... 6060060605 1,942,821,308 8,006, 119,747 20 Pay Savings. 
(Did) Wine: (SLOUd) «<6... 6s os cs cee ew seees 151,503,452 1,598,742,713 3 
is simtiae siete The best for the policyholder 
Total old line.................... $8,730,165,039 $45,983,400,333 and agent. 
Stipulated, presinm.. ........605 20006 374,541 9,410,102 
Assessment EPI asad aieslecientie's 6 F'oeStehe 172,527,082 541,747,027 Operating in 19 States. For 
FRNA eis oierce sigs Snavn sew 3.0 6 Ww See 785,130,551 10,034,524,784 ; > 
—__—___—_— _ ——__—_—__—_—.. territory write today 
Total assessment and fraternal.... $ 958,032,774 $10,585,082,513 
ASBLORALE .ccceessedcceaass 9,688,197,813 50,569,082,846 
Oo, Oo 
Ratio of old-line ins. to aggregate.... go. 81.28 AGENCY DEPARTMEN 
Ratio of assessment and fraternal to 
aggregate 5 diticasein aes 9.89 18.72 ~ 


LIFE INSURANCE AGGREGATES iii acdea iain, “Ue 


“he following table exhibiting business carrie -line regular : 
_ The following table ¢ xhibiting business carried by the old line regula surance in force $107,000,000. 
life insurance companies and by the assessment life associations and 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 

Contract as good as the best, with exclusive 
rights. 

Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 











insurance to these men and to other men in the is a sloppy, unbusinesslike way to handle the 
same classification. proposition and is, therefore, not so very effec. 
tive. 

All this sort of thing helps to give an agent 
the appearance of success, which, as I say, is 
so important in selling life insurance. 

It is important because the successful agent 
argues that he represents a good, leading com. 
pany. The appearance of failure on the part of 
an agent argues that he represents a poor com- 
pany. Which, of course, increases sales resis- 
tance. 

Isn’t there a pointer in all this for other life 
insurance salesmen? 

Here’s hoping so, at any rate. 


Another thing that I do is to never transact 
business on street corners or in doorways or 
backed up against buildings. I always do my 
business in my own office or in the offices of 
prospects or in homes. The reason for this is 
that no one can do business on street corners 
or in doorways without giving the appearance 
of loafing. He may be as deeply engaged in 
business as a man possibly can be, but he doesn’t 
have that appearance. And just as you won't 
find any successful bankers or manufacturers or 
brokers doing business in doorways or on street 
corners, so they don’t like to do business with 
men who are accustomed to such “offices.” 
That’s why I keep away from all that sort of 
thing, although the temptation is often great 
when it seems possible to buttonhole a man on 
the corner and pin him down on a life insur- 
ance proposition. 

Still another thing I do is to always carry a 
brief case with me, full of sample premiums 
and my selling equipment, whenever I go out 
to dig up prospects or close a sale. 

The reason for this is that it gives a business- 
like appearance. A man must have something 
definite to sell. In my brief case is the definite 
something. Consequently it is much easier to 
sell policies by taking samples and_ selling 
equipment in a brief case than it is to fish the 


Agents of the Guardian Life are putting across 
a President’s Tribute month in honor of the retum 
of President Carl Ileys from a trip abroad. The 
campaign is being handled by Ilenry Krosbein, of 





St. Louis, president of the Leaders’ Club. 








forms and so on out of your pocket, where they —— 
are apt to get soiled and wrinkled. Successful MONMOUTH. ILL 
, Ti 


men like to do business in a business-like man- 
ner. To sell policies with the aid of a brief 
case is to sell them in a business way. To 


carry the stuff around in an inside breast pocket One of Illinois oldest and best 
—_— companies. Organized 1897. 


Purely mutual. 
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LIFE INSURANCE SECTION 


A Good Name Rather Than Riches 


By Lapp PLUMLEY 


What would Solomon have been worth as a 
columnist to one of our evening papers? Good- 
ness gracious! That paper would be so popu- 
lar there would be no other on the news stands. 
He'd 
have to use a wheelbarrow, if his pay was car- 


And salary for the Solomon-columnist ? 


tied away in the medium of exchange of his 
time. 

“A good name is rather to be chosen than 
great riches.” Some mouthful in those forty- 
two letters! 

In ancient times the Hebrews gave an infant 
a name as soon as born. Deborah means “a 
hee.” And as the little girl would ask questions 
about things, as children do, we can imagine 
her mother saying, ‘Dear, thou knowest thy 
name! It is that thee must always be diligent. 
The bee, my dear, that is thou. Always at the 
tasks. Try to live like a dear busy little bee!” 
What an influence such a name must have on its 
owner ! 

The Greeks gave a child its name on the 
seventh day after birth, generally a name of 
beautiful significance, like Amaranth, “unfad- 
ing flower,” or Diana, “bright as the day.” Or, 
Zeno, “Lord of Life.” And to live up to such 
names was no easy task. 

In early Saxon days the man child was given 
aname of hope of future attainment, and of 
idealistic significance. Such as Aé£thelwulf, 
“the noble wolf,’ Eadric, “happy and rich;” 
Ethelbad, “noble and bold”; and Editha, “the 
blessed gift.” And the North American Indian 
took his name generally from a dream, while 
in the seclusion of fasting and prayer to the 
Great Spirit, and just before manhood. There 
is always something so sacred about this chosen 
name that, as Schoolcraft, the authority on the 
Indian, observes, “An Indian will tell his specific 
name with great but his family 
name he will declare with pride.’ The young 
chieftain dreamed of an eagle, and “FEagle’’ he 
became to his associates, and the fine qualities 
of the noble bird were supposed to be his. Or 
he would dream he killed a bear with his hands, 
and “Bear-Killer” would be his name. 

Nothing annoyed poor Napoleon more dur- 
ing his last days at St. Helena than the refusal 
of his jailors to address him other than Gen- 


reluctance, 


eral Bonaparte. Napoleon, he knew, history 
would call him, Napoleon he had made himself 
by his genius, and, rightfully it seemed not only 
unjust but peculiarly silly to address him as 
simply a military man. 


Frinces on Your NAME 

As any man’s life goes on, no matter what his 
name, there are constantly associations which 
gather to the name and hitch themselves so 
securely that they are never detached. This 
chap is a bore. “Ie talks too much,” say his 
intimates. It is as if this quite common name 
had been changed to, say, John or Peter “‘Loose- 
tongue.” Another is silent and reserved, and 
his intimates and business associates think of 
him as “Close-mouth.” And another is always 


good-natured and smiles no matter what hap- 
pens. It is as if he had christened 
“Happy,” and had lived up to it. 

Names count tremendously with life insurance 


been 


was once in an office when a life 
agent sent in his card. My friend glanced at 
the card and scowled, but the name was just 


agents. | 


an ordinary one. 


him!” exclaimed my friend. 
so! I don’t think of him as 


I think of him as ‘Mister 


“Remember 
“Should 
per this pasteboard. 
Stay a Year.’ You let him in and your whole 
afternoon is wasted. You can’t get rid of that 
guy.” He said to the boy who had brought 
in the card, “Tell him to go to the ——— no, 
don't tell him that. Tell him I can’t see him.” 

In his route work the life man should con- 


think 


stantly keep in mind that at the very first in- 
terview his name will be associated with his 
dress, the expression on his face, with his man- 
ner of opening up his errand, and indeed with 
way 


every bit of personality he has. In a 


the agent is an actor, who is showing himself 
to an audience of one. Flis entrance, his tone 


of voice, his first words, will hereafter be 


fringes on his name. 
New York 


that are rather to be chosen than great riches. 


There are names right here in 


There are names among life insurance agents 
which carry with them the open sesame of the 
innermost business sanctum. 


passage into the 


Are these names fortuitous? Not on your life! 
They are the results of many years of the most 
rigorous determination on the part of the own- 
ers to make these names just what they are. 
In every city, town and village are just ordi- 
nary names, like John Jones, which if they are 
sent in to the most busy merchant will bring 
the response, “Show him right in. [ am never 


too busy to see Mr. Jones.” 


ArwAys GATHERING MEANING 

The youthful solicitor of insurance should 
remember all this. He should realize that if 
his name means little at the beginning of his 
career, month after month and year after year 
it will itself the 
qualities put into it by its owner. The time 
will come when that name sent into the execu- 
for, or 


be constantly gathering to 


tive offices of the company he works 
perhaps into almost any life office, will, if he 
“Say, I am 


not 


could hear it, be commented upon. 


chairholder who does 


Or, “Show Mr. Jones right 


too busy, from a 
appear busy at all. 
in. And remember I am never too busy to see 
John Jones.” 

“Give a dog a bad name and then hang him” 
has been ascribed to Ben Franklin, that plain, 


old gentleman who had but to send in his own 


name to princes and kings. when the doors 
flew open and lackeys bowed servilely as the 
business man, publisher, philosopher, was re- 
And it is so easy for a dog 


So easy! 


ceived as an equal. 
or man to get a bad name! He may 
not deserve it, but that doesn’t matter about 


He may get it by statements of 


the hanging. 
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enemies; he may get it because of some lack 
of wisdom in an emergency. But it sticks, 
and it is hard, sometimes impossible, to pry 
Fortunately, most men are 
generous, and if enough time passes, and the 
hanging was done with a rotten rope, and the 


loose. however, 


bad name is seen not to fit, all is well again. 
The point is, however, that all of us cannot 
be too careful what, short of fringes, gathers 
Most of us cannot change 
our names, honest wish 
to do so, unless he was the young dentist and 
had inherited the Cann 
which his rival in a Western town changed to 


around our names. 


nor would the man 


name “Isaac Paine,” 
“T can pain.’”’ We cannot blame Dr. Paine when 
he applied to the legislature and had his name 
changed to “Plaine.” 

Yes, “A good name is rather to be chosen 
than great riches.” [For the same authority on 
the affairs of life says, “Riches certainly make 

But the name, that sticks 
Riches gone, the chap with 


themselves wings.” 
right on and on. 
the right kind of fringes on his name is hon- 
ored quite as much as he was before. 

Agents, choose a good name and all other 
desirable things will come your way. 

Carnegie School Begins Fourth Year 

The School of Life Insurance Salesmanship 
of Carnegie Institute of Technology at Pitts- 
burgh, Pa., opened its fall term October 2 
The students enrolled represent seventeen life 
insurance companies and eighteen States, com- 
ing from points as far distant as Utah, Rhode 
Island, Canada and North Carolina. 

This marks the beginning of the fourth year 
of this, the parent life insurance 
salesmanship, which has done so much to in- 
life under- 
It promises to be one of its most 


school of 


fluence and further professional 
writing. 
successful years. 

The school is under the direction of Charles 
J. Rockwell 


courses in practical salesmanship and functions 


who is also in charge of the 
of life insurance; in both of which he is well 
known as an and lecturer. For the 


teaching of these subjects, his long connection 


author 


with the school as well as years of successful 


A Difficult Prospect 
Sold by Letter 


The letter was written for P. F. Storrs, Manager 
Confederation Life Association of Canada at 
London, England. Mr. Storrs writes, “The after- 
noon I received your letters I sent several to pros- 
pects whom I had been drumming pretty hard 
without result. A reply came from one making 
an appointment. I called and secured his proposal 
for £15,000 ($75,000) at the very first interview.” 





You can open the way to real business—can create 
a keen realization of the value of adequate insur- 
ance and prepare the way for a personal call to 
close the application by letter. More than 400 
salesmen are using Hull’s sales creating letters 
for life, accident, partnership, automobile and fire 
business. An insurance company official writes 
‘Am well pleased with the letters. Shall be able to 
make effective use of them.” You may have details 
of this letter plan on request—ask for folder 11A. 


WILLIAM S. HULL 


Madison, Conn. 
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Sell More Life Insurance Right at Home 


“Whenever,” said a successful middle west- 
ern life insurance salesman, “I hear a life in- 
surance agent talking about the wonderful busi- 
ness that some mythical person is doing in some 
other locality than the spot where the agent is 
located and whenever I hear this same agent 
go on and bemoan the poor business in his 
locality, I always feel that he is passing up 
some splendid opportunities right at home. 

Let me tell you about the way I sell life 
insurance in the immediate vicinity of my home 
and office. Perhaps in doing so I'll be giving 
some pointers which other life insurance sales- 
men can use to good effect in getting more 
business. 

Not so very long ago I decided that I could 
sell more life insurance right in this block 
where my office is located. 

At first glance this looked like a pretty 
dubious proposition. All of the business men 
in the block are pretty successful and pros- 
perous and all of them, therefore, could be 
presumed to be loaded up to the hilt with just 
about all the insurance they could possibly 
carry. Also there are a large number of ex- 
service men in the block who, naturally, are 
carrying their full quota of government in- 
surance. 

But I decided that faint heart never won 
a good policy, so I started in to make a census 
of the block—this being, in my opinion, the 
firm foundation which would lead to results. 

I made my block census by store-to-store and 
office to office investigation. Some very sur- 
prising things were brought to light by this 
census. And other life insurance salesmen 
might find equally surprising things if they 
would conduct the same sort of an investiga- 
tion into the blocks in which their offices are 
located. 

The first surprising thing that was brought 
to light by this census was the great number 
of business men who have stores or offices on 
this block. I found that there are 418 busi- 
ness men and office men in the block. 

The second surprising thing was the number 
of people permanently residing in the block. 
In spite of the fact that ours is a business 
block right in the heart of the city and, on 
the surface, is entirely devoted to business, I 
found that there are fifty-one people residing 
permanently in the block, of whom twelve are 
men. And I also found that none of these 
twelve men has an office in the block or works 
in the block. 

In other words, this census showed me that 
there were 430 men in my immediate vicinity! 
And I didn’t know a third of them by name 
or by sight! 

Here, surely, was a splendid field for opera- 
tions. 

My next step was to go to these men frankly, 
one by one, and tell them that I was taking a 
life insurance census of the block for my own 
satisfaction and that I’d much appreciate it if 
they’d let me know whether or not they were 
carrving life insurance. 

Of course I didn’t get answers from about 
a third of the people to whom TIT put the ques- 
tion. But among those who did answer I 
found twenty-seven who said they carried no 
life insurance at all! 

Think of that—men who were apparently in 
perfect health and yet who carried no insur- 
ance at all—twenty-seven of them in the single 
business block in which my office is located! 


experience in both field work and the training 
and developing of salesmen peculiarly qualify 


him. 





These twenty-seven were, of course, my meat, 
to put it vulgarly. They were the ones upon 
whom good business judgment dictated that I 
direct my first localized life insurance selling. 

Accordingly, I hopped to it. I bluntly asked 
these men if they'd been turned down for in- 
surance because of physical defects. Five of 
them said they had. Twenty-two declared 
thev’d never applied for insurance. And upon 
these twenty-two I concentrated all my efforts. 

What were the results of this concentration? 
Was all this census-taking and intensive sales- 
manship worth while? 

It surely was. To these twenty-two non- 
holders of life insurance policies I sold a total 
of about $71,000 worth of insurance in a week! 
In addition to which I called on my regular 
run of prospects in other localities. 

This has proved the immense value of 
census-taking and intensive cultivation of the 
fields close at home. 

This has proved to me that all dope about 
life insurance business being exceptionally good 
in localities other than the one in which the 
agent is himself located, is largely the bunk. 
Business can be good right at home if the 
agent will only go out and make it good. 

This census-taking plan has also shown me 
a new and effective method of approach. 

People are trained to answer questions to 
census-takers. They respect the census-taker 
and do everything possible to help him along. 
Consequently when I went to these people told 
them | was gathering data on life insurance 
statistics they were perfectly willing to help 
me out. Of course I was careful not to men- 
tion “census” in talking to them, as that might 
confuse them and lead them to believe that I 
was a government employee. And I also took 
pains to tell them I wanted the data for my 
own — My general method of approach 
vas this: 


“Tam Mr. So-and-So of the Elmore office 
building. I’m trying to gather together some 


life insurance statistics for this block. And 
I'll be glad to come around and tell you the 
result of these statistics when I’ve got them. 
What I want to find out is how many business 
men there are in this block and what propor- 
tion of these men carry insurance and if they 
do carry insurance, how much they carry. Will 
you help me out? Do you carry life insurance 
and if so, how much?” 

This sort of a frank opening generally got 
quite satisfactory results. Some of the men 
opened their hearts to me and told me exactly 
how much insurance they were carrying and 
in what companies. And, as I’ve said before, 
all but a third of the men interrogated told 
me whether or not they were carrying insur- 
ance. 

The data about the amounts carried, how- 
ever, were rather inconclusive as the majority 
of the men didn’t want to reveal this part of 
their affairs. I’d expected this and simply 
asked the question about the amount carried so 
as to make them feel more like at least answer- 
ing one question and telling me whether they 
carried any insurance or not. 

Quite a large number of the men inter- 
rogated told me they'd be glad to have me 
come back and teli them the result of my 
census-taking. They were interested in know- 
ing how many business and office men there 
were in the block, how many people perma- 
nently resided in the block and how many of 
the men carried insurance. And, of course, 
this sort of an invitation was a splendid open- 
ing for the selliné of more insurance to these 
men. 

At first glance it would be thought that all 
this would take a lot of extra time and that 
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Thursday 


it would interfere greatly with 
routine work of selling insurance. 

But such is not the case. 

It should be remembered that, really, th; 
census-taking was only a new method of . 
proach. That when I approached a man fy 
the manner indicated above I was simply dic. 
arming him, getting under his hide, and Pi. 
ing myself in a fine position to sell insurance, 
And it should be remembered, too, that all the 
time I was taking this census I was also sell 
ing insurance. I didn’t drop all selling to take 
the census, I combined the two. For the week 
I took this census I simply confined my main 
selling efforts to my immediate vicinity instead 
of jumping here and there all over the city, 

Intensive block-by-block census-taking ‘and 
selling of this sort will surely prove effective 
for other life insurance salesmen, too. And 
if it does they’re entirely welcome to the idea 

I only hope it helps them a lot. : 


the regular 


The Essence of Success 
The great truth which must be the guiding 
star for a truly successful life is that all mate. 
rial achievement, and all wisdom concerning it 
has its value in the end and purposes for which 
it is used. The value of everything is fixed by 


its inner aspects. A successful life lies not in 


doing this or possessing that as mere external 
facts. Sane attention to right means of secur 


ing the physical bases for flourishing life js 
necessary for success, but the essence of the 
success itself lies in the quality of our daily 
life. To use a homely illustration: to be just 
and courteous to all—servants, companions, the 
chance comer—is a plainer mark of successful 
life than the attainment of wealth or high 
social position. In short, an achievement must 
have its spiritual value to have high significance, 
—Bankers Life Bulletin. 


120 Stone Quarry Fatalities 

Wasuincton, D. C., October 16.—Accidents 
at stone quarries throughout the United States 
in 1921 resulted in the death of 120 employees 
and the injury of 10,465 others, according to 
figures compiled by the Federal Bureau of 
Mines. The average number of men employed 
in quarries was 77,185, who worked a total of 
17,987,547 shifts, an average of 233 work days 
3ased upon a standard year of 300 
days, the reports show a fatality rate of 2.00 
per thousand employees and an injury rate of 
174.55. For 1920, the corresponding rates 
were 2.31 killed and 145.51 injured. 


per man. 


Hoo-Doo Contest 

Frank W. Engle, agency manager of the Ameti- 
can National, St. Louis, Mo., has inaugurated a novel 
fall bonus contest, starting October 13, known as the 
“TToo-Doo $13,000 of new business is 
called one every IHoo-Doo received 
the company will say “Skiddo’’ and pay the agent a 
bonus of $23. Special applications have been pre 
pared for this contest and all correspondence sent 
out in connection with same is stamped with a black 


Contest.” 


IIoo-Doo. For 


cat. 


Birmrncuam, Ara., October 14.—Representatives of 
the Commonwealth Life Insurance Company at their 
week here resolutions 
unanimously endorsing the proposed amendment to the 
Alabama constitution which will allow the State t 
build docks and terminals at the port of Mobile. 
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INHERITANCE TAXATION 
Data Concerning Laws of the United States 
and the Various States 

Below will be found information of inter- 
est to life insurance agents concerning the in- 
heritance tax laws of the United States and 
various States, abstracted from Prentice-Hall 
Inheritance Tax Service, which will be found 
helpful by agents who are endeavoring to sell 
life insurance to cover the taxation of estates: 


UNITED STATES 

Under the Federal Revenue Act of 1921, the 
following rates of tax are fixed to be paid 
upon estates of decedents. The tax is computed 
on the net estate without exemption as to a non- 
resident, and on the excess above the $50,000 
exemption as to a resident, the rates being as 
follows: On net estate not exceeding $50,000, 
I per cent; on the next $100,000, 2 per cent; 
on the next $100,000, 3 per cent; on the next 
$200,000, 4 per cent; on the next $300,000, 6 per 
cent; on the next $350,000, 8 per cent; on the 
next $500,000, 10 per cent; on the next $500,- 
000, 12 per cent; on the next $1,000,000, 14 per 
cent; on the next $1,000,000, 16 per cent; on 
the next $1,000,000, 18 per cent; on the next 
$2,000,000, 20 per cent; on the next $3,000,000, 
22 per cent; on excess above $10,000,000, 25 
per cent. 

LouIsIANA 

The present inheritance tax law of Louisiana 
provides for classification of beneficiaries and 
Class I. Embraces 


tax rates as follows: 








Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new busi- 
ness can secure positions 
with the undersigned 
company on salary, ex- 
pense and commission. 
In writing give full de- 
tails, past history and 
reference. Address, 


way 


STANDARD LIFE 
INSURANCE CO. 


St. Louis, Mo. 
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husband, wife, direct descendant by blood or 
Class II. Com- 
prises collateral relatives, including brother or 
sister by affinity. Class ITI. 

The tax rates are: 

As to Class I. 
2 per cent on the first $20,000 after deducting 
As to 
On the excess above $1000, 5 per cent 


affinity, or a direct ascendant. 
Covers strangers. 
On the excess above $5000, 


exemption and 3 per cent on balance. 
Class IT. 
on the first $20,000 and 7 per cent on the bal- 
ance. As to Class III. 
$500, 5 per cent on the first $5000 and Io per 
cent on the balance. 


On the excess above 


MASSACHUSETTS 


Beneficiaries are divided into five classes as 


follows: Class A. Husband, wife, parent, 
child, grandchild, adopted child or adoptive 
parent. Class B. Lineal ancestor or descendant 


except those in Class A; lineal descendant of 
adopted child, lineal ancestor of adoptive parent, 
wife or widow of son, husband of daughter. 
Class C. Brother, sister, half brother, half 
sister, nephew, niece, stepchild or stepparent. 
Class D. All others except Class FE. Class E. 
Gifts for charitable, educational or religious 
purposes exempt by law from taxation, trusts 
for charitable purposes for city, town or pub- 
lic purposes within the State. 

Tax rates and exemptions are as follows: 
Class A. Exemption $10,000 to all except grand- 
child to whom exemption is $1000: Up to 
$25,000, I per cent; $25,000 to $50,000, 2 per 
cent; $50,000 to $250,0c0, 4 per cent; $250,000 
to $500,000, 5 per cent; $500,000 to $750,000, 514 
per cent; $750,000 to $1,c00,000, 6 per cent; 
over $1,000,000, 7 per cent. Class B. Exemp- 
tion $1000: Up to $10,000, 1 per cent; $10,- 
000 to $25,000, 2 per cent; 25,000 to $50,000, 4 
per cent; $50,000 to $250,000, 5 per cent; $250,- 
oco to $500,000, 6 per cent; $500,000 to $750,- 
000, 7 per cent; $750,000 to $1,000,000, 8 per 
cent; over $1,000,000, 9 per cent. Class C. 
Up to $10,000, 3 per cent; 
$10,000 to $25,000, 5 per cent; $25,000 to $50,- 
000, 7 per cent; $50,000 to $250,000, 8 per cent; 
$250,000 to $500,000, 9 per cent; $500,000 to 
$750,000, 10 per cent; $750,000 to $1,000,000, I1 
per cent; over $1,000,000, 12 per cent. Class 
D. Exemption $1000: Up to $10,000, 5 per 
cent; $10,000 to $25,000, 6 per cent; $25,000 to 
$50,000, 7 per cent; $50,c00 to $250,000, 8 per 
cent; $250,000 to $500,000, 9 per cent; $500,- 
ooo to $750,000, 10 per cent; $750,000 to $r1,- 
cent; over $1,000,000, I2 per 


Exemption $1000: 


000,000, II per 
cent. Class I. Is entirely exempt. 

ARIZONA 

Beneficiaries fall into five classes, namely: 
€lass: f. lineal 
ancestor, adopted or acknowledged 


Husband, wife, lineal issue, 
mutually 
child and lineal issue thereof. Class II. 
sister or descendant of either, wife or widow 
of son or husband of daughter. Class ITI. 
Uncle or aunt by blood or descendant of either. 
Class IV. 
grandmother or 
V. All others. 


The tax rates are as follows: 
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3rother, 


Brother or sister of grandfather or 


descendant of either. Class 


Class I. On 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,021,566.00 on Deposit with the 
indiana Insurance Department 


$226,532.00 Surplus Protection to 
Policyholders 


$23,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company 














Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 
A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 
SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 
FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 
[3 Sa ais: coceee G128.08 
Twenty Payment Life........ $167.10 


Twenty Year Endowment. ...$235.10 


United Life and Accident Insurance Co. 
Home Office, United Life Bldg., Concord, N. H, 














BUILD 
YOUR OWN 
BUSINESS 











under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 





ORGANIZED 1850 
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excess above $10,000 as to widow and on ex- 
cess above $2c00 as to all others. On first 
$25,000, I per cent; on next $25,000, 2 per 
cent ; on next $50,000, 3 per cent; on next $400,- 
000, 4 per cent; on balance, 5 per cent. Class 
On first $25,000, 
2 per cent; on next $25,000, 4 per cent; on next 


IT. On excess above $500. 


$50,000, 6 per cent; on next $400,000, 8 per 


cent; on balance, 10 per cent. Class III. On 
excess above $250. On first $25,000, 3. per 
cent; on next $25,000, 6 per cent; on next 
$50,000, 9 per cent; on next $400,000, 12 per 
cent; on balance, 15 per cent. Class TV. On 
excess above $150. On first $25,000, 4 per cent; 
on next $25,000, 8 per cent; on next $50,000, 12 
per cent; on next $400,000, 16 per cent; on 
balance, 20 per cent. Class V. On excess above 
$100. On first $25,000, 5 per cent; on next 
$25,000, 10 per cent; on next $50,000, 15 per 
cent; on next $400,000, 20 per cent; on balance, 
25 per cent. 
Iowa 

Beneficiaries are divided into five classes as 
follows: Class A. Wife, husband, father, 
mother, child, or lineal descendant, adopted or 
illegitimate child. Class B. All others except 
non-resident aliens and Class ©. Class C. Non- 
resident alien brother, sister, wife, husband, 
father, mother, child or lineal descendant, 
adopted or illegitimate child. Class D. All 
other non-resident aliens. Class IX. Gifts for 
educational, charitable, religious and municipal 
purposes, cemetery association, hospital, main- 
tenance of family burial lot and religious ser- 
vices all within the State. 

Exemption of tax rates are as follows: 
Class A. Exemption $15,000, also distributive 
share of surviving spouse in addition. From 
$15,000 to $30,000, I per cent; $30,000 to $45,- 
000, 114 per cent; $45,000 to $60,000, 2 per 
cent; $60,000 to $90,000, 214 per cent; $90,000 
to $120,000, 3 per cent; $120,000 to $180,000, 4 
per cent; $180,co0 to $240,000, 5 per cent; $240,- 
000 to $300,000, 6 per cent; over $300,000, 7 per 
cent. Class B. Exemption $1oco. (Nothing 
allowed when net estate exceeds $1000.) On 
amount up to $100,000, 5 per cent; from $100,- 
000 to $200,000, 6 per cent; on balance, 7 per 
cent. Class C. No exemption. 10 per cent 
on any amount. Class D. No exemption, 20 
per cent on any amount. Class E. Entirely 
exempt. 

OHIO 

An opinion of the Attorney General of Ohio 
is to the effect that the expression “husband 
of daughter” does not include the widower of 
a daughter. 

PENNSYLVANIA 

The Supreme Court of Pennsylvania has held 

that the Federal Estate Tax is not deductible 


in computing the State tax. 


PHILIPPINE ISLANDS 
Beneficiaries are divided into four classes, 
namely: Class A. Husband, wife, child, 
adopted child, recognized illegitimate child, or 
legitimate descendant of any. Class B. Parent, 
including parent of a recognized illegitimate 
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child, legitimate brother or sister, or any 
descendant not included in Class A. Class ¢. 
All other relatives. Class D. Strangers, 
which includes those beyond the seventh degree 
of consanguinity in the collateral line and rela- 
tives by affinity. Tax rates are as follows: 
Class A. itxemption 3000 pesos except 
descendants. Over amount of exemption to 10,- 
000 pesos, I per cent; 10,000 to 30,000 pesos, 
2 per cent; 30,000 to 60,000 pesos, 3 per cent: 
60,000 to 100,COO pesos, 4 per cent; 100,000 to 
150,000 pesos, 5 per cent; 150,000 to 250,009 
pesos, 6 per cent; 250,000 to 400,000 pesos, 7 
per cent; 400,000 to 600,000 pesos, 8 per cent: 
600,000 to 1,000,C00 pesos, 9 per cent; 1,000. 
000 to 1,500,000 pesos, 10 per cent; 1,500,000 
to 2,500,000 pesos, II per cent; 2,500,000 to 4,- 
600,000 pesos, I2 per cent; 4,000,000 to 6,000, 
000 pesos, 13 per cent; 6,000,000 to 10,000,000 
pesos, I4 per cent; 10,000,000 to 15,000,000 
pesos, 15 per cent; over 15,000,000 pesos, 16 per 
cent. There are no exemptions for Class B, 





Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 


Incorporated 1851 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives, 


Joseph C. Behan, Supt. of Agencies 








PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, IIl. 


in its own building. Operating in 
the States of ; 

ILLINOIS, OHIO, INDIANA 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu 
nicate with us. 
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C and D and the tax rates for Class B are 
twice those for Class A; for Class C are three 
times those for Class A; and for Class D are 
four times those for Class A. 


YuKON TERRITORY 

Beneficiaries fall into tworclasses: Class I. 
Husband, wife, child, grandchild, son-in-law, 
daughter-in-law and father and mother. Class 
II, All others. 

As to Class I the tax rates are: One-half 
per cent on first $100,000; 1 per cent on entire 
amount where estate exceeds $100,000 but does 
not exceed $200,000. 11% per cent on entire 
amount where estate exceeds $200,000 but does 
not exceed $700,000; 2 per cent on entire amount 
where estate exceeds $700,000 but does not ex- 
ceed $1,000,000; 2%4 per cent on entire amount 
where estate exceeds $1,000,000. 








OF NEBRASKA 


N. W. Cor. 15th & Dodge 
8TH FLOOR 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W. E. McCANDLESS, Vice-Pres. 
Manager of Agents 
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As to Class ITI the tax is I per cent on entire 
amount where estate exceeds $100,000 but does 
not exceed $200,000; as to Class II the rates 
are just double those of Class I. 


ARKANSAS 
3eneficiaries in Class A 
mother, husband, wife, child, brother, 


Father, 
sister, 


are: 


wife or widow of son, husband of daughter, 
adopted child, mutually acknowledged child. 
The exemptions are $3000 for a widow or minor 
child and $1000 for others, also $5000 of 
widow’s dower of hushand’s courtesy, and the 
tax rates are I per cent on amount not in ex- 
cess of $5000; 2 per cent on $5000 to $10,000; 
3 per cent on $10,000 to $30,000; 4 per cent on 
$30,000 to $50,000; 5 per cent on $50,000 to 
$100,000; 6 per cent on $100,000 to $500,000; 
7 per cent on $500,000 to $1,000,000; 8 per cent 
on over 1,000,000. Class B. Includes all others 
except gifts for benevolent, charitable, public, 
educational or religious purposes which are en- 
tirely exempt. An exemption of $500 is allowed 
those in Class B and the tax,rates are four 


times those for Class A. 


MICHIGAN 
The Supreme Court of Michigan has decided 
that the Federal estate tax is not deductible in 


computing the State tax. 


MoNTANA 

Beneficiaries in Montana are divided as fol- 
lows: Class A. Husband, wife, lineal issue, 
lineal ancestor, adopted or mutually acknowl- 
edged child or lineal issue thereof. Class B. 
Brother or sister or descendant thereof, wife 
Class 
Class 


grandparent or 


or widow of son, husband of daughter. 
C. Uncle, aunt or descendant thereof. 
by. Brother or 

descendant thereof. 
cept Class F. Class I. 
town, municipal, religious, charitable or educa- 


sister of 
Class FE. 
Gifts for county, city, 


All others ex- 


tional purposes within the State which are en- 
tirely exempt. 
Tax follows: Class A. 


Exemption of $10,000 to widow, $2000 to all 


rates are as 


Over amount of exemption to $25,- 
cent. No 
Exemption 
exemption to $25,000, 2 per 
$50,000, 4 per cent, $50,000 to $100,000, 6 per 


others. 


000, I per tax on additional sums. 


Over amount of 


cent; $25,000 to 


Class BE. $500. 


cent; $100,000 to $500,000, 8 per cent; over 
cent. Class C. 
one-half 


$500,000, 10 per [-xemption 


$250. Rates are greater than for 


Class B. Class D. Exemption $150. Rates 
are twice those of Class B. Class E. (Exemp- 
tion $100. Rates are two and one-half times 
those of Class B. 


SoutH DaKkota 


Beneficiaries are divided into six classes, 
namely: Class A. Wife or lineal issue. Class 
B. Husband, lineal ancestor, adopted or 


mutually acknowledged child or lineal issue of 
same. Class C. Brother, sister or descendant 
of either, wife or widow of son, husband of 
daughter. Class D. Brother or sister of 
father or mother or descendant of either. 
Class FE. All others except Class F. Class F. 
Gifts for public strictly 
county, town or municipal or use 
within the State which are entirely exempt. 
Tax rates are as follows: Class A. Exemp- 


corporations for 
purposes 





A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuable franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran=- 
chises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, Ill. 














EDMUND P. MELSON, President 





ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 


J. DE WITT MILLS, Secretary 
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tion $10,000. Over amount of exemption to 
$15,000, I per cent; $15,000 to $50,000, 2 per 
cent; $50,000 to $100,000, 3 per cent; 
$100,000, 4 per cent. Class B. 
husband or adopted child, $10,000; lineal an- 
cestor, $3000. Rates are twice those of Class 
A. Class C. Exemption $500. Rates are three 
times those of Class A. Class D. 
$200. Rates are four times those of Class A. 
Class E. Exemption $100 and to certain char- 
itable or educational institutions $2500. Rates 


over 
Exemption 


Exemption 


are five times those of Class A. 


AGAINST RICHMOND BILL 
Fraternals Oppose Measure in Resolution 
at Denver 

At the annual meeting of the American Fra- 
ternal Congress held in Denver, Colo., October 
4, the following resolution was adopted: 


Whereas, The societies composing the American 


Fraternal Congress participated in good faith in con- 
ferences extended over several years, resulting in 
societies and the insurance 
commissioners to Mobile bill with the 


New York conference amendments; this uniform legis- 


agreement between the 


support the 


lation has become the law in thirty States, and we 
favor the enactment in all other’, including the great 
States of Illinois, Iowa, Wisconsin, Minnesota, Okla- 
homa and Washington; these societies have earnestly 
endeavored to comply with the requirements of this 
law, believing it to sufficiently safeguard the rights 
of the members, and they have amended their laws 
in conformity thereto; therefore, 

Resolved, We now strongly 
repeal or amend the provisions of the uniform bill, 


resist any proposal to 


or the adoption of new legislation for fraternals, and 


we emphatically express our opposition to the pro- 
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You can obtain quick and satisfactory Service when 
placing your excess Life Insurance with 


The Reinsurance Company 


of Canada 


WATERLOO - ONTARIO 


COVERAGE ON TERM OR COINSURANCE PLAN 








posed segregaticn bill promulgated at Richmond, Va., 
December 29, 1919, either as then phrased or as now 
proposed by its instigators to be amended, believing 
that good faith as well as the best interests of all 
involving such 
applicable and 


societies requires that each society, 
fraternal 
desirable, should be permitted to work 


involved under the pro- 


principles as to it seems 
out its own 
solution of the problems 
visions of the New York conference bill, unhampered 
by new laws, which in our opinion would harm and 
not help such solutions. 

Resolved, The committee on legislation is instructed 
to oppose the enactment into law in any State of such 


segregation bill or any similar measure. 


National 
licensed in West 


—The American Assurance Company of 
St. Louis, Mo, has been 
and J. C. Crooks of 


ceneral agent. 


Virginia, 
Huntington has been appointed 


Washington University Offers Life Insupa 
ance Course j 

St. Louis, Mo., October 16.—A course in ‘ 
insurance salesmanship has been opened ; 
Washington University, under the direction of 
Jay Allen Fiske of the A%tna Life Insurang 
Company in St. Louis. The course is of eight 
months’ duration and is patterned after a simis 
lar one which has been given successfully a 


There 


are eighty members of the class, the first segs 


the Carnegie Institute of Technology. 


sion of which was held last Tuesday. The 
idea of the course is to give to insurance mem 


a practical knowledge of salesmanship, 
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Established 1899 








PRESIDENT 





MERICAN 


Insurance Co. 


INDIANAPOLIS, IND. 


HERBERT M. WOOLLEN 


LIFE. 


Home Office 
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and policyholders. 
progressive program of Agency Co-operation } 
and Service to Policyholders is unsurpassed 
by any other company, and equalled by few. 


T. LOUIS HANSEN, 
Vice-President 


The Guardian Life Insurance Company 


“Financial Status Unsurpassed” 


says The Insurance Almanac in its review of 
the progress and activities of THE GUARDIAN 


The same thing could be said for the service 
which this Company renders to its field force 


THE GUARDIAN’S broad, 


If you want to know the whole story of what | 
this Company is doing for its field force, address: — 


GEO. L. HUNT, = 
Supt. of Agencies 


OF AMERICA 


Established 1860 under the Laws of the State of New York 


50 Union Square, New York 
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| WOULD AMEND LAW 


‘shertson Measure Change to Be 
: Proposed 


BEING PREPARED BY A. E. WOOD 
a sid Make Companies Deposit Securities 
Which Are Taxable 


F Austin, TEx., October 16.—A bill will be 
Nyroduced at the regular session of the Texas 
Tesislature which convenes next January by 
Bate Senator A. E. Wood of Granger, Wil- 
lmson county, proposing an amendment to the 
Robertson insurance law, which will require life 
® ance companies doing business in Texas to 
Yenosit in the State Treasury taxable securities 
a prerequisite to operating in the State, an- 
wnced Senator Wood. 

© Under the present law life insurance com- 
“janies are required to deposit securities in the 
State Treasury equa! to the amount of their 
“egal reserve on Texas business. Senator Wood 
‘gid that many of the companies are not de- 
"positing taxable securities, but are depositing 
‘United States Liberty bonds and other non- 
Maxable securities. 

4 "These companies should be made by law to 
Hdeposit securities that are taxable,” said Sen- 
‘ator Wood, “and I propose by my bill to make 
these companies place on deposit securities that 
may be taxed. I have figured out that should 
these companies be made to deposit taxable 
Msecurities in the treasury, the taxes so paid 
Would amount to over $20,000 annually.” 


a 


ST. JOSEPH LIFE’S PROGRESS 
‘Shows Wonderful Results Under the Man- 
: agement of President A. L. McPherson, 


The St. Joseph Life of St. Joseph, Mo., now 
has insurance in force of approximately $11,- 
"000,000. This company, with a capital of $100,- 
100, had a net surplus at December 31, 1021, 
of $169,196. The company’s officers expect to 
show a gratifying increase in this item for the 
current year. The funds of the company are 
invested in first farm mortgages, which have 
increased from $801,000 to $1,106,000 from 
September 30, 1921, to September 30, 1922. 

This company has made commendable prog- 
Tess since it started November 18, 1913. The 
‘Main factors in the St. Joseph Life are: Presi- 
dent A. L. McPherson, Vice-President Walter 
W. Head and Vice-President and Secretary H. 
FE. McPherson. The company was organized by 
President McPherson without any organization 
/*xpense, and it has been kept on a high plane 
pever since. It now operates in Missouri, Iowa, 
Nebraska. and Kansas. The company gained 
$71,000 in surplus last year and set aside $53,- 
M71 for deferred dividends. The two McPher- 
pons Write a large amount of personal business. 
Vice-President Walter W. Head is president of 
the Omaha National Bank of Omaha, Neb., 
land also vice-president of the American Bank- 
fts Association, 

About 98 per cent of the business is on de- 
ferred dividend, limited life and endowment 
Plans, The company is held in high regard in 


its home city, where the officers and directors 
are well known. 


Detroit Life Still Beating Records 

The report of the Detroit Life Insurance 
Company on new written business for the first 
three-quarters of the year 1922 shows a total 
of $11,541,000. This compares with $8,206,- 
ooo for the same period in 1921. This is an 
increase of $3,294,000, or 40 per cent. 

The record of new business written in Sep- 
tember, this year, is $1,267,000. This compares 
with $842,000 written in September last year, 
an increase of $425,000, or better than 50 per 
cent. 

Work on the company’s new home office on 
the corner of Columbia and Park boulevard, 
Detroit, is progressing satisfactorily, and the 
company hopes to occupy it early in 1923. This 
ten-story office building is now up to the fifth 
story. 


Leo D. Landau Joins Charles Kurzweil 
George L. Hunt, superintendent of agencies 
of the Guardian Life Insurance Company of 
America, announces that Leo D. Landau has 
become associated in partnership with Charles 
Kurzweil in the management of the new Guar- 
dian agency in New York, of which the latter 
assumed charge last July. 


Farmers National Life Out of Participating 
Business 


President John M. Stahl, of the Farmers 
National Life Insurance Company of Chicago, 
has announced the withdrawal of that company 
from the writing of participating insurance. 

The company has been discouraging its agents 
from the writing of this business for some 
time. It will close the department October 31, 
having so notified the departments of the States 
in which it operates. 


Southeastern Life Enters Louisiana 


That the Southeastern Life Insurance Com- 
pany of Greenville, S. C., was in earnest when 
it recently announced its expansion program 
is evidenced by the fact that it has just been 
admitted to transact business in Louisiana, 
where the company has already appointed two 
general agents in the persons of F. W. Meyers 
of Lafayette and J. T. Whipple of Glenmora. 


American Institute of Actuaries Set 
Meeting Date 
The fall meeting of the American Institute 
of Actuaries will be held at the Hotel Chase, 
Kingshighway and Lindell boulevard, St. Louis, 
Mo., on November 2 and 3. 
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A CONSTRUCTIVE SERVICE 


“T feel that your service is really the first con- 
structive step toward standardization of the pro- 
cedure in making and marketing of Farm Mort- 
gages,” writes an official of a Middle Western 


We feel sure that a trial of our policies with their 
profit-saving features will convince you of the 
soundness of his judgment. 


We insure titles anywhere in the United States. 


Ask for our Special Booklet T. S. 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 


135 Broadway, New York 
Capital, Surplus and Undivided Profits more than 


American Trust Company 


$7,000,000 
Affiliated with the 

















“SECURE AS THE BEDROCK OF NEW YORK” 
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for All 


“To Pay the Man Who 
Sweats the Blood”’ 








In our preceding advertisement in this paper we published 
the copy of a typical letter received from a leading General 
Agent of another Company regarding our New Plan of handling 
surplus business, standard and substandard, from Agents of other 
Companies. 


The letter opposite expresses the viewpoint of the man in the 
field who struggles day after day to get the business—the expressions 
received from the Fieldmen more forcibly impress the justice and 
fairness of our plan than any arguments we might advance. 


Under our New Plan we extend to the Insurance Agent be- 
cause he is rightly entitled to this recognition—liberal first-year 
commissions, guaranteed non-forfeitable renewals, and the same 
privileges our own Agents receive, such as the privilege to qualify 
for Club Convention trips, particularly the Pacific Coast trip next 
July. We have extended and liberalized our substandard coverage 
and are offering protection on some form and at some rate to 
practically every applicant of sound moral character. 








*“GENTLEMEN :— 


“T have just read an article in the August 3} 
edition of the National Underwriter Life Edition 
which fully defines your official position and at. 
titude of broader service. 


“You have certainly justified the practice of 
your Company in having made public the fact that 
you are open for all such desirable business as the 
representatives of other kindred companies and 
brokers have to offer the Missouri State Life, 


“While yet only thirty-eight years here on earth 
and fifteen years of that period spent in the Life 
Insurance business—it does my soul good to have 
lived long enough to know beyond doubt that the 
next year or two will force the self-styled ‘Simon 
Pures’ to pay the man who sweats the blood to 
produce the business both first year’s and subs. 
quent years’ commissions as you have pointed out 
on a non-forfeitable basis. 


‘* T sincerely admire your position that the Life 
Company which skims the cream of physical ft- 
ness and brags of their low mortality renders a 
contemptible service which is a product of miserly 
souls and the field men of this great business have 
come to so regard it. 


“Tn all of this you have my admiration in a very 
big way because you are blazing trails of service to 
hundreds of thousands of insurers and insurants— 
all of which will become acceptable to and pra- 
ticed by al! reputable Life Companies in the near 
future years—just like the much hooted disability 
and double indemnity benefits which are now issued 
and eulogized by all Life Companies today.” 


—From a large personal producer of another 
Company to an Officer of this Company. 


MISSOURI STATE LIFE 


Life 


ULL PRUCULULUO ECO LUR CACO EUMRELGMELA LUNCH RTETTETEOETETNTUM LILAC CITCIT 


INSURANCE COMPANY 


M. E. SINGLETON, President 


Accident 


Health 


Home Office, ST. LOUIS 


Group 





Union Central Writing Sub-Standard 

The Union Central Life Insurance Company 
of Cincinnati, O., is now issuing substandard 
policies. No substandard business will be ac- 
cepted from brokers or agents of other com- 
panies. 


Marine Institute Meeting 
The fourteenth annual meeting of the Ameri- 
can Institute of Marine Underwriters was held 
on Monday. Officers were re-elected, with the 
exception of Charles R. Paige, who was elected 
secretary-treasurer. 


Farmers to Increase Capital 
Henry Evans, chairman of the board of the 
companies known as the “America Fore Group,” 
announces that the capital of the Farmers In- 
surance Company of Cedar Rapids will be in- 
creased to $500,000 and the surplus will be 
made a like sum. 


Edwin S. Marston, ex-president of the Farm- 
ers Loan and Trust Co. and a director of the 
Fidelity and Casualty Company of New York, 
died on Thursday of last week. 
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F. M. Nettleship Resigns from Pennsy!- 
vania Mutual 


Frederic M. Nettleship has resigned as gt 
eral superintendent of the Pennsylvania Mutut 
Life Insurance Company of Philadelphia. He 
has to his credit a consistent good record du 
ing the entire five years he has held the abort 
agency management. He has the happy faculty 
of holding. good men to the service and is 
highly respected, because of his fair and squit 
methods, by all who served under his supe 
vision and control, as well as for his ext 
tionally all-round knowledge of the ordim 
and industrial business, gained through & 
perience in both field and in the home office. 
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Life Insurance 








THE ART OF INSURANCE 


SALESMANSHIP 


How the Life Insurance Agent Should 


Practice This Art 


A NEW WORK BY WILLIAM 


ALEXANDER 


This Excellent and Up-to-Date Book Is 
the Fourth of the Alexander 


Educational Series 


A new work of instruction for life insurance 
agents, entitled THe Art or INSURANCE SALEs- 
yANsHIP, written by William Alexander and 
published by The Spectator Company, has just 
been issued. Mr. Alexander is well known as 
the secretary of the Equitable Life Assurance 
Society of the United States, New York, and 
has an unequalled reputation as the author of 
valuable educational works for agents. 

Tue Art oF INSURANCE SALESMANSHIP is the 
fourth in the educational series written by Mr. 
Alexander, the other books being the follow- 
ing: What Life Insurance Is and What It 
Does; How to Sell Insurance, and The Pros- 
perous Agent. One more book, to be published 
later on, to be entitled One Hundred Ways of 
Canvassing, will complete this series. 


THE 


Art OF 


INSURANCE SALESMANSHIP, 


which is commended by the National Associa- 
tin of Life Underwriters and by the Life 
Underwriters Association of Canada, embraces 


twenty-six chapters. 


Their titles and a brief 


reference to the contents of each are given 


below: 


Fr, 


Il. 


VI. 


Vil. 


Vil. 


XI, 


XII, 


SALESMANSHIP AN ART 
This chapter gives reasons why the 
agent who regards his vocation as an 
art is more successful. 

AN ART AND A RECREATION 
This shows that salesmanship may be 
treated, in a way, as a sport as well 
as an art. 

COMMON SENSE AND PSYCHOLOGY 
The agent who has common sense and 
industry will succeed, but should know 
something of psychology. 

THE CART AND THE HORSE 
The agent should determine the insur- 
ance needs of a client and then submit 
an insurance proposition covering those 
needs. 

TIMIDITY AND OBSTINACY 
This chapter shows how agents can over- 
come these obstacles. 

YOUR OWN AND OTHER METHODS 
Tells of various methods of canvassing 
and the importance of giving applicants 
good reasons for insuring. 

APPEALS OF THREE KINDS 
Namely, emotional, logical and business. 

THE FORCE OF SUGGESTION 
Shows how a mere suggestion may in- 
duce action. 

AGENTS OLD AND NEW 
The agent should have an insurance 
education and be able to give expert ad- 
vice. 

A SATISFYING VOCATION 
This shows the desirability of life 
agency work. 

SELLING POINTS 
These should be originated or gathered 
from other sources and preserved. 

THE APPROACH 
This is all-important, because most sales 


are effected in the first five minutes. 


XIII. THE INDIRECT APPROACH 
Useful at times, but should not be em- 
ployed if direct apprcach is safe. 

XIV. DIAGNOSIS 


The agent must skillfully diagnose his 
prospect’s need and map out a program 
for each client. 
XV. REPULSION VS. ATTRACTION 
The agent must make an attractive ap- 
peal. ; 
WIT AND HUMOR 


XVI 
The agent who possesses these gifts en- 
joys a very great advantage. 
XVII. HUMAN INTEREST STORIES 
The appeal to the heart is most effective, 
and appropriate human interest stories 
will exert powerful influence. 
XVIII. ADVICE 
Shows the advantage of accepting, as- 
similating, and utilizing wise counsel. 
XIX. WEALTHY MEN 


Reasons why rich men need insurance. 
XX. INSURANCE FOR WOMEN 

Presents many reasons 

should carry insurance. 


why women 


XXI. WIVES AND WIDOWS 
Some women still oppose life insurance; 
widows never object to insurance. 

XXII. INSURANCE THAT FOLLOWS 

THROUGH 
This relates principally to life income 
insurance. 

XXIII. HOW MUCH? 

No man is over-insured who takes as 
much as he can conveniently carry, but 
a man who takes more than he can 
carry takes too much. 

XXIV. RECREATION 
Shows how the agent who leads an 
active life can find a refreshing change 
in reading. 

XXV. QUALITIES THAT INSURE SUCCESS 
The agent must do much thinking, and 
possess reputation as well as character. 

XXVI. LOYALTY AND SERVICE 


The agent who forgets his selfish inter- 
ests and renders the best service will 
have a more profitable and lasting busi- 
ness than the agent who thinks only of 
his own welfare. 

In this volume Mr. Alexander takes up the 
instruction of the agent where the book en- 
titled How to Sell Insurance left off. One of 
its aims is to stimulate the thought, fire the 
imagination, broaden the vision and thus in- 
crease the efficiency of experienced as well as 
Mr. 


since proved his ability to give practical assist- 


inexperienced agents. Alexander long 
ance to life insurance agents through his writ- 
ings. He has been in touch with various sides 
of the business for a great many years, and 
his experience and knowledge are, through his 
bocks, placed at the disposal of the life insur- 
ance world. A reading of THe Art or INsuR- 
ANCE SALESMANSHIP 
even the most experienced agent hints and sug- 


gestions which will enable him to earn the price 


will undoubtedly give 


of the book many times over. 

The foregoing list of chapter titles cannot 
adequately convey to the reader the importance 
of the contents of this new work, as every chap- 
ter has numerous sub-divisions, and there are 
also some effective illustrations. 

Those who have read and profited by Mr. 
Alexander’s previous works upon life insurance 
will desire to secure this latest book, which is 
It contains 154 pages, is sub- 


25 


now available. 


CHANGES TAX LAW 


Amendment Announced by Commis- 
sioner of Internal Revenue 


GET BENEFIT OF NET LOSSES 


First Returns Will Be for Taxable Year 
Ending December 31 

The Commissioner of Internal Revenue has 
announced the amendment of Article 691 of 
Regulations 62, applying to the tax on insur- 
ance companies. ‘Under the new regulations, 
it is pointed out, insurance companies, except 
life and mutuals, are hereafter subject to the 
tax imposed by Section 246 of the Revenue Law 
of 1921. Mutual companies (other than life) 
remain subject to the tax imposed by Section 
230. 

The rate of the tax imposed by Section 246 
is the same as the rate imposed by Section 230 
(12% per cent), but the net income upon which 
the tax is imposed, as defined in Sections 246 
and 247, differs from the net income of other 
corporations. Insurance companies are entitled 
to the benefit of Section 204 (net losses) but 
not of Section 206 (capital net gain). 

All provisions of the statute and of Regu- 
lations 62 not inconsistent with the specific pro- 
visions of Sections 246 and 247 are applicable 
to the assessment and collection of this tax, 
and insurance companies are subject to the same 
penalties as provided in the case of returns and 
payment of income tax by other corporations. 

Since Section 246 provides that the under- 
writing and investment exhibit of the annual 
statement approved by the National Convention 
of Insurance Commissioners shall be the basis 
for computing gross income, and since the an- 
nual statement is rendered on the calendar year 
basis, the first returns under Section 246 will 
be for the taxable year ending December 31, 
1922, and must be made on or before March 
15, 1923. 


stantially and handsomely bound i 
gold title, and sells at two dollars per copy. 
The National of Life Under- 
writers and the Life Underwriters Association 
of Canada endorse this new book, 
Mr. Alexander’s previous books of the same 
series, and recommend them to the life insur- 
ance agents of the United States and Canada. 








Association 


as well as 





Ark., October 16.—Curtis Jones, as- 
sistant engineer of Arkansas Fire Prevention Bureau 
of Little Rock, was in this city recently inspecting 
conditions with a view to reducing the fire insurance 
As a result of his visit Springdale will 
be advanced from sixth to 4% class, and the follow- 


SPRINGDALE, 


rates here. 


ing reductions will be made on boildings here: Brick 

reduced 13 per cent; contents 
therein, 3 per cent; frame mercantile buildings, 8 
per cent; contents therein, 6 per cent; frame dwellings 
are to be reduced from $1.15 to $1.05. 

LittLtE Rock, Ark., October 16.—Because of a mis- 
understanding concerning the ages of the men on the 
fire and police forces of this city, the A2tna Life Insur- 
ance, who were rewarded th: contract a little while 
back for insuring all the members of both forces, has 
been forced to withdraw its contract, and new bids 
asked for, states the Board of Public 
As far as the city is concerned 


mercantile buildings 


have been 
Affairs of this city. 
the men at present are not insured. 
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WILLIAM ALEXANDER’S 
EDUCATIONAL SERIES 


ON LIFE INSURANCE 


1. What Life Insurance Is and What It Does 
A preliminary text book, or primer, deal- 
ing with the fundamental principles on 
which all sound life insurance rests. 

Price $1.50 

2. How To Sell Insurance 

The chief aim of this book, as the title in- 
dicates, is to teach the inexperienced agent 
how to do his work, and build up a re- 
munerative business. While it is intend- 
ed primarily for the new agent, it embodies 
a great deal of instruction that ought to be 
of value to the agent of experience. It 
will also be useful to those who are en- 
gaged in the work of training inexperi- 
enced agents. Price $2.00 


3. The Prosperous Agent 

This little book is for the guidance of ex- 
perienced and inexperienced agents alike. 
It gives a catalogue of the characteristics 
—the mental equipment —of the success- 
ful business man, and tells how these 
qualifications can be utilized to the great- 
est advantage by the insurance salesman. 
The instrument with which the agent does 
his work is his own mind. The material 
on which he uses this delicate instrument 
is the mind of another person. It is all 
important, therefore, that he should know 
exactly how to utilize his mental equip- 
ment. Price, paper cover $1.00 

Red cloth $1.50 


4. The Art of Insurance Salesmanship 
This volume takes up the instruction of 
the agent where the second volume of this 
series stops. It contains more advanced 
instruction, and one of its aims is to stimu- 
late the thought, fire the imagination, 
broaden the vision, and thus increase the 
efficiency of experienced agents. Price $2.00 

5. One Hundred Ways of Canvassing. 

(IN PRESS) 
This concluding volume describes many 
ways of soliciting life insurance and in- 
cludes a number of canvassing plans con- 
tributed by experienced field men, with 
the author’s comments on these plans. 
(Now in preparation.) 


THE SPECTATOR COMPANY 
CHICAGO 


NEW YORK 





INTERSTATE CASUALTY C0. 


BIRMINGHAM, ALABAMA 


AUTOMOBILE INSURANCE 
LIABILITY INSURANCE 
PLATE GLASS INSURANCE 


A SPECIALIST COMPANY 
Surplus to Policy Holders $408,090.84 


CHICAGO SAN FRANCISCO Houston 
830 Insurance Exchange Alaska Commercial Chronicle Building 
Building Building 
LouISVILLE SALT LAKE City ALBUQUERQUE 


Gaunt & Harris 1015 Boston Building 112 South Third Street 


Speed Building 

















Tre Fidelity an (isualty Gmpanyot NewYork 


—1876— ROBERT J. HILLAS, Pres. —1922— 
Total Assets - - Over Twenty-seven Million Dollars 
Total Reserves - - Over Twenty Million Dollars 


Surplus to Policy Holders - Over Seven Million Dollars 
Losses paid to June 30, 1922 Over Ninety Million Dollars 





ee 
CASUALTY LINES Surety Lines 








ACCIDENT FIDELITY 
HEALTH COURT 


LIABILITY Casualty Insurance CONTRACT 


COMPENSATION FIDUCIARY 
AUTOMOBILE DEPOSITORY 
BURGLARY and OFFICIAL 

ROBBERY CUSTOMS 
PLATE GLASS Surety Bonds REVENUE 
ELEVATOR LICENSE 

BOILER FRANCHISE 
ENGINE EXCISE 














FLY-WHEEL MISCELLANEOUS 








“INSURANCE THAT INSURES’”’ 
































TWO BOOKS OF REAL MERIT 


The Real Estate Educator 
F. M. PAYNE, (New Edition 1920) 


A repository of useful information for ready reference, 
especially designed for Real Estate Investors, Operators, 
Builders, Contractors, Agents and Business Men. What 

you NEED to know, what you OUGHT to know. The 
lee 1920 Edition contains The Federal Farm Loan Sys- 
tem, How to Appraise Property, How to Advertise Real 
Estate, HOW TO SELL REAL ESTATE, The Torrens 
System, Available U. S. Lands for Homesteads, The A 
B C’s of Realty and other useful information. 
208 pages cloth, $2.00 postpaid. 


The Vest Pocket Lawyer 


This instructive book contains the kind of information 
most people want. You can <now the law—what to do— 
what to avoid. It is a daily guide—a manual of refer- 
ence for the business man—the law student—the justice 
of the peace—the notary public—the farmer—the clergy- 
man—the merchant—the banker—the doctor. 360 
pages printed on bible paper. Cloth $1.50. 


THE SPECTATOR COMPANY 


Cuicaco OFFICE 135 WittiaAM STREET 
Insurance ExcHaNGE NEW YORK 
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MARINE BILL DISCUSSED 








Convention Hearing on Model Law 


OPPOSITION ALONG SEVERAL LINES 


Broad Powers and Low Taxes Cited as 
Discriminatory 


At a hearing of the fire insurance commit- 
tee of the National Convention of Insurance 
Commissioners held last week at the Hotel 
Astor, New York, several lines of opposition 
developed. 

Colonel Francis R. Stoddard, Jr., Superin- 
tendent for New York, who is chairman of the 
committee, presided. William H. Hotchkiss, 
former commissioner of New York, appeared in 
behalf of the North British and Mercantile In- 
surance Company and spoke at some length to 
oppose the broad encroaching powers upon the 
provinces hitherto reserved for strictly fire com- 
panies with a lowered tax rate which threatens 
to destroy competition. 

William BroSmith, representing casualty 
company interests, agreed with all that Mr. 
Hotchkiss had said and further voiced opposi- 
tion to the powers granted for automobile cov- 
erage. The low tax rate, he said, would make 
it impossible for the companies to meet com- 
ixtition. 

J. H. Doyle, associate general counsel of the 
National Board of Fire Underwriters, appeared 
to oppose the provisions for the entry of Lon- 
don Lloyds, saying that the companies he repre- 
sented could see no reason for inviting a new 
class of foreign companies to share the marine 
business @f this country. 

Mr. La Boyteaux, of Johnson and Higgins, 
protested vigorously the section imposing a 3 
per cent tax on the premiums of non-admitted 
insurors. He read a lengthy paper. describing 
the economic effects of such a provision. 

A disposition to give way before the good 
of the American Merchant Marine was evi- 
denced at the meeting and the objections will 
therefore, no doubt, be easily overcome. 


NEW ST. LOUIS COMPANY 


Fidelity and Guaranty of That City 
Forming 


St. Lous, Mo., October 16.—An applica- 
tion to the St. Louis Circuit Court for a pro 
forma decree of incorporation was filed Tues- 
day by the stockholders seeking to form the 
Fidelity and Guaranty Insurance Company of 
St. Louis. The purpose of the company, it is 
set out, is to operate on the mutual plan of in- 
surance. The articles of association filed with 
the application provide for a board of directors 
to be elected annually, consisting of nine mem- 
bers. The directors who have been elected to 
serve this year the application lists as follows: 
S. S. Marsden, A. F. Vess, W. B. Blummer, 
Jt, F. M. Carson, T. C. Nichols, W. F. Mitch- 
ner, J. G. Louis, Dr. Thomas E. Rhodes and E. 
F. Vance. Officers of the proposed corpora- 


tion will be J. G. Lewis, president, and W. B. 
Blummer, Jr., secretary and treasurer. 


LENGTH OF CLAIMS 





Interesting Data in Accident and 
Health Conference Report 





AVERAGE ACCIDENT CLAIM 19 DAYS 





Eight Days Partial Disability and 12 Days 
Confining Sickness 


Much valuable information is contained in 
the report of the statistical bureau of the Health 
and Accident Underwriters Conference. Data 
are based on the reports of thirty-one compa- 
nies, which show in September the number of 
exposures for accident disability were approxi- 
mately 400,000; exposures for sickness disabil- 
ity approximately 260,0000; exposures cover- 
ing specific losses are the same as those for 
accident disability. 

The figures show for accident disability— 
258,068 days of total disability, 110,727 days of 
partial disability, and 13,656 claimants. Com- 
bining the three sickness groups for this period, 
there were 326,139 days of confining sickness; 
112,646 days of non-confining sickness, and 27,- 
479 claimants. Reducing the data to an an- 
nual basis, but based on only the six months’ 
experience, there would be 1.49 days of total 
disability per exposure per year and .64 days 
of partial disability per exposure per year; and 
combining the three sickness groups there 
would be 2.99 days of confining sickness per 
exposure per year and 1.03 days of non-con- 
fining per exposure per year. This makes a 
rough average of 6.15 days of disability per 
exposure per year. It should be remembered 
at this point that this includes the abnormal 
losses during February and March and the 
figures have been adjusted to an annual basis. 
Tor every hundred exposures from January I 
to June 30, there were slightly less than four 
who were paid claims for accident disability 
and thirteen who were paid claims for sick- 
ness disability. 

No accurate determination can be made con- 
cerning the length or duration of accident and 
sickness claims. The bureau’s reports show 
only one claimant for every claim, regardless of 
whether the claimant is paid indemnity for both 
total and partial disability or for only one 
kind. Averaging the experience, however, each 
claimant for accident indemnity suffered nine- 
teen days of total disability and eight days of 
partial disability; each claimant for sickness 
indemnity suffered twelve days of confining 
sickness and four days of non-confining sick- 
ness. 


And Still They Come! 


ToreKA, Kan., October 16—A new mutual 
hail insurance company has been organized in 
Kansas. It is the Guaranty Mutual Hail As- 
sociation of Topeka. The company is not re- 
quired to have any capital stock, but it has a 
large number of farmers listed as the stock- 
holders. Fred Nordstrom, H. L. Allen and C. 
A. Manifold, all of Topeka, will be the man- 
aging directors of the new association. The 
company will write only hail insurance. 
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INDEPENDENCE INDEMNITY 
ORGANIZING 


Charles H. Holland to Head Phila- 
dephia Company 








WILL HAVE $3,000,000 OF ASSETS 





New Company Will Start Writing in 
Pennsylvania November 1 and Other 
Sections by New Year 


Charles H. Holland, former president of the 
Royal Indemnity Company, has satisfied a wide- 
spread curiosity and interest in his future plans 
by announcing the formation of the Independ- 
ence Indemnity Company, which will have its 
head office in Philadelphia. The company has 
already submitted its charter to the attorney 
general of Pennsylvania for approval. 

The company will be mainly financed in Phil- 
adelphia and a capital of $1,000,000 with a sur- 
plus of $2,000,000 has already been underwrit- 
ten. Advancement of this amount until such 





CHARLES H. HOLLAND 


President, Independence Indemnity Company 


time as the stock can be allotted and paid in, 
has been offered by the Pennsylvania Company 
for Insurance on Lives and Granting Annuities, 
one of the oldest trust companies in the coun- 
try. The underwriting of the capital and sur- 
plus was made possible through the aid of 
Brown Bros. and West.& Co. 

Provision has been made to insure the con- 
tinuity of Mr. Holland’s services over a period 
of years, by the organization of a voting trust 
composed of two persons. The trust will re- 
main in force for a period of seven years and 
will be voted in accordance with Mr. Holland’s 
policies. 

Active operation of the company will be com- 
menced at the earliest possible date. It is hoped 
to begin business in Pennsylvania by November 
1 and to open over the entire country by Jan- 
uary 1. A large volume of business is already 
assured the new company by applications from 
large agencies all over the country. 

Among the directors of the company will be 
the following: 

(Continued on page 33) 
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WANTED 


High grade men can secure profitable contracts as 
district agents in the following important business 
centers: 


Chicago Grand Rapids Indianapolis Ft. Wayne 
St. Louis Kansas City Springfield, Mo. Louisville 
Topeka Salina Leavenworth Lincoln, Nebr. 


We want men who can meet the following require- 
ments: 


A.—Men of good reputation, honest, and willing 


to WORK. 
B.—Men of SUCCESSFUL life insurance experi- 


ence. 
C.—Men who are good PERSONAL producers. 


D.—Men who know how to ORGANIZE and 
MANAGE an agency. 


To men who can meet these requirements, an unusual- 
ly attractive contract will be given and backed up by 
prompt and efficient home office service. 


Our policies have a “Selling Propeller’? which fixes 
the applicant’s eye on the dotted line. 


Write us for further information. 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 


How Great Is Your Production? 


Whether it is large or small, it can be increased. 


Among your prospects are many who will be turned 
away—rejected as unfit—also many children who are 
too young. 





The Medical Life accepts impaired risks, adopting an 
extremely liberal attitude toward them. The Medical 
Life also writes Child’s Endowment. ‘This eliminates 
all waste in sales efforts for its men. 





Write us, ask us to explain how your production can 
be made a full one hundred per cent efficient—how 
you can cash in on the business you now lose. 


“Life Insurance for Everyone 


“ MEDICAL LIFE 


INSURANCE COMPANY OF AMERICA 


WATERLOO :: IOWA 


E. E. BROWN I. G. LONDERGAN 
Agency Supervisor Sec’y & Gen’l Mgr. 














PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and. women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 





THIRTY-FOURTH ANNUAL EDITION 
1922 
COMPENDIUM 


Official Life nunietis Reports 


AN ANALYSIS OF ANNUAL STATEMENTS 
FOR THE INFORMATION OF 
POLICYHOLDERS IN LIFE INSURANCE COMPANIES 


THE ONLY PUBLICATION GIVING COMPLETE STATISTICS 
OF EVERY AMERICAN LIFE COMPANY 

This extended series of tables shows the business and financial 
standing of the companies in the United States, and is made up 
from the official reports as of January 1, 1922. 

Separate tabulations are made covering industrial insurance, 
group insurance, business since organization, business arranged 
by states, bonds and mortgages. There is also a special section 
covering ratios of principal items in the statements indis- 
pensable to agents. 

THIS WORK IS A COMPLETE POCKET COMPEN- 
DIUM OF THE VARIOUS STATE DEPARTMENT RE- 
FORTS. 

The purpose of these exhibits is to place in the hands of 
policyholders a mass of desirable information compiled from the 
reports of the Insurance Departments. Departmental reports 
are not accessible to the average policyholder, and competing 
agents not infrequently so distort official figures as to deceive 
or mislead insurers. The demand for statistics of this kind 
emanating from a totally impartial source is satisfied by this 
publication. The exhibits present simply the official figures 
as contained in the New York and other Department reports 
with appropriate deductions. 


Single Copies, in flexible binding,....... $5.00 
MOO CODIES 6.656 Sc iccesc ok Ss alto ee ss oe 
Orders for Single Copies must be Prepaid 
THE SPECTATOR COMPANY 
NEW YORK CHICAGO 
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CASUALTY REPORT 


tT, C Moffat Explains Work of His 
Committee 


BUSINESS GROWING RAPIDLY 


Many Agents Unacquainted With Newer 
Ramifications of Casualty Lines 


Below will be found the report of Thomas C. 
\oflat, chairman of the casualty committee of 
the National Association of Insurance Agents: 

Shortly after the mid-winter conference at Chat- 
t Fred P. 
Abbott, resigned to enter other fields of activity, and 
r present committee and chairman undertook to 
arty on the work so ably begun. 

The question was raised some time ago in the asso- 
ciation “Why a Casualty Committee?” and while I am 





tanooga, the chairman of this committee, 






not at all sure why the question was asked, or what 
the answer was, I am satisfied, more convinced than 
ever, that there is not only need of a casualty com- 
mittee, but that its functions can be of supreme im- 
portance to our membership. ; 

The casualty business has grown by leaps and 
unds; the premium income is fast approaching the 
fre premiums, and in many localities and agencies 
it is the leading avenue of income to-day. On ac- 
count of its youth, and the peculiar nature of its vari- 
ous forms of coverage (I understand there are forty- 
two different forms of casualty and surety contracts), 
many agents are only on terms of intimacy with one 
or two, have a nodding acquaintance with a few more, 
and are absolute strangers to the majority. The live 
agent, awake to the unlimited possibilities of additional 
business through the development of casualty lines, is 
ing the reward of increased income through his 
hility to introduce in his community the various lines 
vhich are becoming generally recognized as business 
necessities. True, the automobile has largely increased 
the prospects, but a greater part of the premium in- 
come in the casualty field is a result of workmen’s 
compensation laws passed in a majority of the States 
within the last decade. Well do I remember $25 
employer’s liability premiums turning over night into 
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i) compensation premiums when New Jersey passed 
the first workman’s compensation law in these United 
States. It seemed like a veritable gold mine, and 
vhile the increased income looked good, we soon 
found that with it came a new responsibility, a lia- 
bility of further service to our assureds, extending 
to their employees. 









Many local agents have lost 
fre lines hecause they were unable properly to handle 
the compensation and casualty business that developed 
inder the new order of things. 
The peculiar knowledge required in the representa- 
ton of a casualty company, and the expense involved 
in the many inspections required in so many casualty 
‘mes, together with the fact that there were so few 
casualty companies, probably has as much to do with 
the development of the general agency system now 
txisting as any one factor. Agents have generally rec- 
ognized that business placed with them by other agents 
is sacred to that broker agent, and I am quite con- 
vineed that the general agents of the casualty com- 
panies hold and practice those same views; they are 
Moducing agents themselves, and as such form a 
Part of the American Agency System, that is the 
rroduction and supervision of business on a commis- 
‘on basis. We local agents may some day he called 
to express our approval or disapproval of the 
mate development of the casualty business, whether 
" favor of the English system of branch offices on a 
ay basis, or the American Agency System of repre- 
“ntation on a commission basis. 
Ge 'S strange to note that the leading companies who 
mg th ant on the platform of agents owner- 
ting ea — are those companies who are oper- 
of ia _— office system. — It is also worthy 
Ee at complaints received by your com- 
. overhead solicitation of business have 
ieee against these same companies. They 
& their business from agents such as you 









and I and if we only realized our power, how easy 
it would be to make them to be fair. 

Lest you imagine that all of our troubles are of 
others born, let me tell you that we are all too prone 
to steal business from one another by methods that 
It has come to our attention 
that agents representing good old-line companies have 


would shame the devil. 


deliberately offered cut rates in mutuals and reciprocals 
to the detriment of the business generally, and the 
We have 
long ago passed resolutions deprecating stock com- 
panies reinsuring and sleeping in the same bed with 
mutuals and reciprocals, and yet we ourselves have 
taken business from a brother agent to one of these 
for the benefit of a few dollars temporary commission. 
We would fail in our duty as a representative body 
of agents if we did not depreciate this practice. 


company which they themselves represent. 


The confusion in automobile rating, and the duplica- 
concurrent jurisdiction by two 
damage and collision 


tion of labor and 


bureaus over property insur- 
ance has the past six months had the attention of your 
committee. We have recommended and urge your 
endorsement of a proposition that control over rules 
and rates of property-damage insurance be relinquished 
to the bureau dealing with the liability hazard, and 
conversely, rules and rates for collision insurance be 
exclusively given over to the bureau now treating with 
the fire and theft hazards. Both fire and casualty 
companies would, of course, continue to write both 
property damage and collision, but separate bureaus 
should no longer supervise the same class of business. 

There was introduced in Congress at the last ses- 
sion what is known as the Fitzgerald bill, which pro- 
vides for compulsory workmen’s compensation insur- 
ance in the District of Columbia and provides further 
for the establishment of a monopolistic government 
fund to furnish the insurance. 

One can readily see that this is the most dangerous 
piece of legislation ever introduced against our busi- 
ness and your officers have given all possible aid in 
defeating its passage. Working in cénjunction with 
the companies, the general agents and the federation, 
as well as other trade organizations, we are hopeful 
that this measure will fail. We are also assured in 
the public utterances of Congressman Underhill of 
Massachusetts, who, by the way, has done more than 
any other single agency to hold it in committee, that 
compulsory workmen’s com- 
Congress, applying 


before next March a 
pensation bill will be passed by 
to government territory, but without the obnoxious 
addenda of a State or Government fund. 

The Casualty Information Clearing House at Chi- 
cago, born two years ago, has been doing wonderful 
work in the education of the public and the agents 
to the danger of mutual and reciprocal insurance, and 
you are strongly urged to give it your active support 
and assistance. Your officers are represented on its 
board of directors, and we may properly feel at liberty 
to take every advantage of its assistance in meeting 
competition of this kind. Its officers and employees 
are men of excellent character and reputation, and 
are worthy of your utmost confidence and considera- 
tion. Their field representative is making addresses 
hefore trade organizations throughout the country, per- 
forming a wonderful service to the institution of 
stock insurance. 

Your committee has had several conferences with the 
representatives of the National Association of Casualty 
and Surety Agents and with them appeared before the 
bureau companies on matters of joint interest, and we 
desire to express our appreciation of the kindly and 
courteous treatment that has been shown us in these 
deliberations. We hasten to assure you that they are 
deeply sensitive to the important position the local 
agents occupy in the realm of casualty insurance, and 
of their solicitous regard for our rights and our prin- 
ciples. 


Columbus Agents at Chicago 
Cuicaco, Inn., October 10—A_ delegation 
representing the local agents of Columbus, 
Ohio, was in Chicago this week conferring with 
the executive committee of the Western Auto- 
mobile Underwriters Conference, with refer- 
ence to the recent application of the new re- 
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stricted schedule theft coverage plan of that 
city. After a thorough discussion of the entire 
proposition, the executive committee decided to 
make no change in Columbus or elsewhere, and 
the Columbus agents were asked to give the 
plan a fair trial. The thought was impressed 
upon the Columbus delegation by the executive 
committee of the underwriters’ conference that, 
as a duty to the insuring public, the companies 
must find an effectual way of reducing auto- 
mobile thefts and that the cost of automobile 
insurance will be correspondingly reduced. It 
was pointed out that police protection will not 
do it; but if the companies can devise ways and 
means of compelling each automobile owner 
to take even reasonable care of his property, 
losses will be reduced to a minimum, as has 
been demonstrated in Cleveland and Chicago. 
Stress is laid on the point that as a matter of 
fact the companies that wrote their business 
properly in the past held the amount of insur- 
ance approximately to the percentages allowed 
under the valued clauses. Agents who write 
their business in this manner will not consider 
these clauses restrictive, it is held; but will 
be able to write their business at very much 
reduced rates. 

SEPARATION PLAN DEVELOPING 
Texas Legislature Likely to Consider In- 

surance Department Soon 

Austin, Tex., October 16.—Realizing that 
the question of separation of the department 
of insurance and banking and other propositions 
affecting the insurance business ia Texas 
will come up for consideration at the coming 
session of the legislature, John M. Scott, 
Deputy Insurance Commissioner, at the re- 
quest of leading insurance men of the State, 
has appointed a committee “not alone to prepare 
a bill or bills for presentation to the legisla- 
ture but to continue to serve in an advisory 
capacity to enable the legislature to acquaint 
itself with the practical, efficient and neces- 
sary action to be taken as to the best interest 
of the insurance department and the insurance 
business in this State.” ; 

The personnel of this committee follows: 
Judge William Thompson, Sam Cochran, T. W. 
Vardell, Homer R. Mitchell, Morgan Duke, 
A. R. Andrews, A. P. Cunningham, Carr P. 
Collins, all of Dallas; George R. Christie, 
Houston: William L. Stiles, San Antonio. 
Deputy Commissioner Scott will also be a mem- 
ber of the committee. 








Compensation Does Not Include Sunstroke 

Maptson, Wis., October 16.—That a sun- 
stroke does not fall within the hazards for 
which compensation can be collected under the 
workmen’s compensation law was the decision 
of the Wisconsin Supreme Court Tuesday. The 
court was divided in the case 4 to 3, the 
majority sustaining the order of the Indus- 
trial Commission. 





—The September sectional meetings of the Con- 
necticut Mutual Life Insurance Company were held 
at the Essex & Sussex Hotel, Spring Lake, N. J., 
the Oakwood Hotel, Green Lake, Wis., and the Stanley 
Hotel at Estes Park, Colo. There was a record at- 
tendance. 
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Duty of Insurance to Public 
(Continued from page 13) 
gle, and the contest to preserve personal and 
property rights as guaranteed by the con- 
stitution, their contest. 

The time has come to construe the insurance 
contract as a pledge for the defense of civiliza- 
tion. If this contract means anything it means 
that the trustees under it must carry out all of 
its implied warranties with loyal zeal. The 
issues are precise and clearly defined. There 
isno evading the obligation if we would fulfill 
in ample measure the liabilities which we have 


assumed. 


SHOULD FURTHER DeMocRrATIC IDEALS 

To make a start in this direction | think it 
perfectly proper and feasible for the custodians 
of these great national trust funds to enlist the 
ative aid of their agents and representatives 
everywhere, to further every legitimate move- 
ment, political or social, which has as its aim 
the preservation of democratic ideals, to oppose 
every suggestion for the socialization of any 
business or industry and to be a militant force 
in every fight to save the Constitution of the 
United States from spoliation at the hands of 
the enemies of individual liberties aad the 
would-be destroyers of property rights and priv- 
ileges. The owners of insurance contracts—the 
policyholders—should be aroused to the danger 
which threatens their investments, their prop- 
erties and their future success. The calm com- 
placency of this class in the face of the invasion 
of destructive doctrines must be eliminated. 
The people need to be told frankly and openly 
the necessary consequences if insurance is de- 
stroyed as a privately conducted enterprise 
and if the great funds which have been accu- 
mulated for the protection of the public are 
seized by the political mercenaries of the day. 
It may seem strange that this situation is not 
generally understood, but we are confronted by 
a fact and not a theory and it is our duty to 
enlighten, guide correctly and to educate the 
public mind in every possible way. And once 
the insurer and the assured have joined hands 
to oust from our midst the sickly sentimental- 
ism, the mushy altruism and insidious inocula- 
tions of the Marxian philosophy of terror and 
of hate, the agitators will have to run for 
cover. And the hope of such a union of in- 
terests is not composed of “‘such stuff as dreams 
are made of.” There is nothing impractical 
or impossible in such an organization. 

Pustic Oprnton ON Conpuct oF INSURANCE 
Let us look for a moment at the other sid 
of the picture—the public side. Strictly speak- 
ing there is not now a well defined state of the 
public mind—call it public opinion if you will 
—as to insurance as a business. As a system of 
indemnity and protection, insurance is looked 
upon quite generally as highly beneficent as 
well as indispensable. No such universal opin- 
ion, however, has been crystallized concerning 
the manner in which it shall be provided and 
the method of its application. As an institu- 
tion it has the backing of public opinion as have 
such abstract concepts as the State and the 


Church; as a business under its present mode 


-of operation it still is lacking in this undivided 


support in the same way as are transportation, 
meat packing, grain handling and other like in- 
ventures which are held out to be 
semi-public in their nature. On the other 
hand there are any number of varying cross 
currents of the public mind relating to the 
business of insurance as now conducted, and 
these when finally brought together, harmonized 
and made to flow in the same channel and in 
the same direction will form a public opinion. 
It is therefore of vital importance that those 
engaged in the enterprise of furnishing funda- 
mentally sound and economically unimpeachable 
insurance see to it that this ultimate fusion 
of the currents of thought be undefiled by 
false prejudices, distorted facts or unjust as- 
persions.. Public opinion is founded quite often 
on error and it is up to those engaged in the 
legitimate business of insurance to make sure 
that the public opinion now forming regarding 
it be founded on truth. We cannot assist in 
saving the ideals of representative democracy, 
the right of property and our investments in 
absolute re- 


dustrial 


civilization unless we have the 
spect and confidence of those we are in duty 


bound to serve. 


THE UNTERMYER FARCE 


Perhaps the most encouraging evidence that 
a sound public opinion in regard to the busi- 
ness of insurance is in the process of forma- 
tion is the reception of the attack which Samuel 
Untermyer of New York recently made against 
this business during a legislative committee 
hearing. He thundered and roared, he supplied, 
with the aid of the keen and precise sense of 
news values which he possesses, much inflam- 
matory material for the press, he insinuated and 
declaimed—in fact he systematically invoked 
the aid of the entire demagogic lexicon from 
Alpha to Omega and from Hocus to Pocus. 
We proceeded upon the theory contained in 
the advice which the eminent preacher gave to 
his son as the latter left home: “George, my 
hoy,” he said, “when you get a thought that 
doesn’t amount to much shout it for all you 
are worth.” And so Samuel shouted for all he 
was worth, employed every trick of the pro- 
fessional political charlatan to arouse the dear 
people to smite the naughty insurance com- 
panies hip and thigh. And what did it all 
amount to? Nothing; the people wouldn't listen. 
They didn’t evince any interest in ‘the so-called 
investigation. The only response came from 
a few pitiful office seekers: and even they are 
finding it difficult to capitalize the “scandal” 

and a “scandal” which such adventurers find 
it difficult to capitalize is no scandal at all. 

For these and other reasons I think that the 
unorganized public threatened by the organized 
minority is inclined to accept anything which 
we may do to effect an organization with en- 
tire confidence in our motives, and an under- 
standing of our high aspiration to give full 
force and effect to all of the warranties in the 
insurance contract, express or implied. We can, 
I think, proceed with this work frankly and 
in the open and have the satisfaction of know- 
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ing that if we preach the gospel of sanity in 
things economic and things political, if we 
point out the perils of State confiscation and 
if we appraise the investors in insurance gen- 
erally of the hazards of the anti-capitalistic 
movement our efforts will be well received. 
The people need leaders and organization to 
overcome the compact forces of those who 
aim to destroy our institutions, and the busi- 
ness of insurance owes it to its supporters to 
take a part of the burden of this leadership. 
No other kind of business has attracted such 
a diversified class of investors. They are to 
be found in every nook and corner of the 
country, in every political alignment, in every 
social order. If once aroused and their efforts 
directed in the proper paths they could sweep 
aside the haughty disciples of radicalism with 
a single stroke. Such a movement may be 
slow of realization but we owe it to those who 
have trusted us to do our full duty to bring 
about such an achievement. We are too prone 
to talk among ourselves about such things. 
What is needed is an invasion of the highways 
and byways of American life. Preaching to 
each other will accomplish little. We must 
preach to the multitude. 


Death of Herman Brockman 
Herman Brockman, seventy-two years old, 
comptroller of the Missouri State Life Insur- 
ance Co., died at the St. John’s hospital Sep- 
tember 21 of uraemic poisoning after an illness 
of two weeks. Mr. Brockman came to 
St. Louis in 1913 from Cincinnati, his birth- 
place. He is survived by his widow. Inter- 
ment will be in Cincinnati, : 


To Reinstate Government Policies 

Satt Lake City, Utan, October 9.—Gov- 
ernor Charles R. Mabey has written the mayors 
9f Utah cities and towns urging them to get be- 
hind a movement that has for its object the re- 
instatement of lapsed policies of ex-service men. 
It is stated that 19,458 men have allowed their 
Government policies to lapse and that if they 
could be reinstated a savings account of $167,- 
338,800 would automatically be gained for Utah. 
The campaign will start October to. 


Birmingham Police Get Group Policy 

BIRMINGHAM, ALA., October 3.—Group in- 
surance on the lives of all members of the 
Birmingham police department has _ been 
awarded to the Prudential Life Insurance Com- 
pany of America, it was onnounced this week 
by W. B. Cloe,:commissioner of public safety. 
The period of the award is for three years, 
carrying $1000 on each member of the fotce. 


W. D. Grier to-Speak on Improved Risks 

William D. Grier, superintendent of the im- 
proved risk department of the North British 
and Mercantile Insurance Company, Limited, 
will deliver an address Thursday evening be- 
fore the members of the Insurance Club of 
Syracuse, N. Y., at their regular monthly meet- 
ing. His topic will be “Improved Risks.” 
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Statistical Bureau, Inc. 


We render complete statistical service 
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qnilarity with Insurance Department 
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Reinsurance one a — 

repared promptly and accurately. Rates 
AR eile. Results most satisfactory. 
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ae ALawyer’s Opinion of 


DELPHIA | | An Insurance Agent 


| 0n the train, one evening, a lawyer in- 

troduced a business man to an agent of 
Ha prominent life insurance company. 
Afterward, in speaking of the agent, the 
| lawyer said: 






unsellor 


RD 


‘Itisa pity that there are not more insur- 
ance agents like that man. He is well in- 
formed as to his business, his own com- 
pany and other companies; is able and 
viling to reply intelligently to inquiries 
made by his customers and prospects, and 
his statements can be relied upon ab- 
ARY slutely, whether the facts are favorable 
ER | to him or not.” 


TENNESSEE 
uife Building 





NTA, GA. Ii Every Agent Should Prepare Himself 


s0 that he shall deserve an equally strong 


————§| ‘commendation. Knowledge is power. 


C0. | Our Educational Publications are 


surance I Prepared to Meet the Agents’ Needs 
ns | 





cago Send 10 cents for Catalog of Insurance Works, 
sary or state the class of information desired, 
——| THE SPECTATOR COMPANY 
A djuste CHICAGO NEW YORK 
Sn ‘ 
Plate Glass Rate Increase Threatened 
IREAU by a result of the increase of 33% per cent in the 
ork City os of glass announced by Pittsburgh manufacturers, 
‘increase in plate glass rates is imminent. 
ADJUST. fe 
E — OUR St * 9 
Wea ate Life Has Stockholders’ Months 
ility, The State Life Insurance Company of Des 
Accident, “oines, Iowa, has set aside October, Novem- 


*t and December as “Stockholders’ Months” 


in +} & 2 % 
» Ne Production of new business: 





FIELD PROBLEMS 
Edwin Starkey Gives Some Good Points 
Edwin Starkey, vice-president and agency 
director of the Mid-Continent Life, discussing 
the subject of field problems says: 


Of the many problems attending the building 


of a life company, those affecting the “Field” 
or “Agency” occupy a prominent position. In 
fact, we may safely assert that agency develop- 
ment comes first on the calendar in point of 
interest and importance. If life insurance has 
anything of the spectacular, it is found in the 
production of new _ business. We_ make 
obeisance and bow low to King Agent, and 
why shouldn’t we? He is just about the main- 
spring indeed. 

If there is a central theme to this discussion, 
it is (without thought of sacrilege) “the Lord 
helps those who help themselves.” 

All outside aids are, in a sense, artificial. 
Deeds and not words are what put men on top. 
A man can quote the words of another, but he 
must do his deeds. Some companies maintain 
schools of training; courses in salesmanship 
are to be had within the reach of practically 
all; books, periodicals on the subject may be 
read; advice, criticism, boosts and “peppy” 
letters, agency meetings—al/ good and strongly 
recommended—but, no outside or artificial force 
can wave the wand that brings success. There 
must be a mighty inside transaction on the part 
of the individual in order to prepare the way 
for success. Self-criticism and self-analysis 
are more effective than that coming from an- 
other. 

It would seem that I was about to eliminate 
all need for agency supervision or agency help 
from the home office, but I do not mean to do 
so. There are no specifications for obtaining 
efficiency, but there are some few principles. 
Just so long as we have human nature to deal 


- with, just that long human efficiency cannot be 


reduced to a mathematical formula. Our prob- 
lem is how to adapt our methods to the variety 
of natures and dispositions found in any given 
group of men. First there must be intelligent 
understanding on our part of the other fellow’s 
viewpoint and the work he has to do and of 
conditions with which he has to deal. This will 
tend greatly toward the creation and establish- 
ment of a spirit of loyalty in him, which is the 
very foundation stone of efficient service. There 
is nothing finer or more to be desired than a 
spirit of unfailing loyalty in an agency force, 
unless it be a home office setting and manage- 
ment so based upon absolute integrity that it 
automatically commands_that degree of loyalty. 
There must be a bond of confidence running 
between home office and agent—regardless of 
miles—that is indeed a cable tow of strength 
that will endure and hold in season and out. 

Co-operation is a long word, and it should 
be—it means so much. In fact, we can just 
about sum up this discussion in the word co- 
operation. The agent is a partner in the busi- 
ness, and his “holdings” increase and grow as 
his business renews. Two partners engaged in 
the grocery business would surely fail unless 
they co-operated to the fullest extent. The 
same degree of failure will attend the efforts 
of an agent, and will affect the company in the 
same proportion unless there is a continuous 
get-together—‘‘total and permanent’ co-opera- 
tion. 

The soliciting of life insurance is what | 
call a “lonesome job.” The life agent does not 
have the advantage of advertising and brilliant 
display that is given to salesmen in so many 
other lines. No glare of electric lights, no show 
windows in which to display his wares in fetch- 
ing, seasonable array, no bargain days or stock- 
reducing sales, no crowded aisles filled with 
clamoring customers, no sure-thing hundred-to- 
one shots. His role is rather that of a still 
hunt, a man-to-man ‘proposition, a battle of 
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wits. He needs to feel the thrill of a real, live, 
pulsating co-operative spirit coming to him 
from somewhere along the line, and he wants 
to know that the “house” really appreciates his 
efforts, aside from the monetary consideration. 
Mere courtesy, a slap on the back or even a 
handshake won’t do. It must be a mental hand- 
shake or, better still, a heart handshake. 

Personal acquaintance between agents and offi- 
cials as far as possible is of course highly rec- 
ommended and indeed necessary if the greatest 
degree of fellowship, partnership and co-opera- 
tion is attained. We will all, I am sure, grant 
that personal interview is necessary to close a 
prospect for insurance, and that the business 
will renew ever so much better if the agent 
keeps in personal touch with the insured. This 
being true, by the same token an agent will pro- 
duce more business and better business if those 
in agency management will establish and per- 
petuate a warm, personal acquaintance. 

Two of the greatest foes to success in the 
life insurance business are “Fear” and “Squan- 
dering Time.” We dislike to admit it, but 
those of us who have been privileged to “carry” 
a rate book, if we but harken back and make 
an honest confession, will, to a man, admit that 
we have called to see one who was reputed to be 
a “tough” prospect, and rejoiced inwardly when 
we found him out, and if he was out of town 
the rejoicing increased in proportion to the 
number of miles he was removed. I believe | 
could cause increased pulse rates and possibly 
high blood pressure in this group right now if 
suddenly I were to challenge you to a canvass 
of a rank stranger for life insurance.. Try it 
it you doubt it. If we can help our men over- 
come “Demon Fear” we will have gained a 
great point. Help them lose themselves in the 
work to the extent that fear is swallowed up in 
zeal for the undertaking. 





PERSONAL ITEMS. 





The golden anniversary of his entrance in 
the insurance has just been celebrated with 
fitting formalities by William Klappert, of 
Cincinnati, head of a general insurance com- 
pany bearing his name. Mr. Klappert, recount- 
ing to his many friends some of the changes 
in insurance practice during this long period, 
remarked on the growth of competition, point- 
ing out that insurance men formerly endeavored . 
to build clienteles rather than to solicit business. 

Lee Eldridge, State agent for the Fire Asso- 
ciation, who was seriously ill with what was 
feared was a partial stroke of paralysis, has 
recovered and is again on the job. His illness 
was later diagnosed as uraemic poisoning. 





Independence Indemnity Organizing 
(Continued from page 27) 

Warren Bicknell, president of the Lundoff- 
Bicknell Co., Cleveland; director of the Union 
Trust Co., Cleveland; director of the Wheel- 
ing & Lake Erie Railway Co., and director of 
the Union Salt Co. Harvey D. Gibson, president 
of the New York Trust Co. F. B. Hitchcock, 
banker, Chicago; director of Chicago Mill & 
Lumber Co.; Vesta Battery Corporation, 
Auburn Automobile Co., ete. R. A. Mansfield 
Hobbs, counselor-at-law, New York city; Wil- 
liam H. Hutt, deputy governor Federal Reserve 
Bank, Philadelphia; William H. Kingsley, vice- 
president Penn Mutual Life Insurance Com- 
pany, Philadelphia; C. S. Newbell, vice-presi- 
dent Pennsylvania Co. for Insurance of Lives 
and Granting Annuities, Philadelphia. The 
names of other directors will be announced. 
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On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial ‘‘rate-book, set of supplies, and a 
God-bless-you.”’ 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 
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‘*Life Insurance and 


—How To Sell It” 


ERE’S A BOOK “chock full” of the 

newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. As interesting as 
it is helpful. Not the theory of one man but 
the compilation of experiences of nearly a 
hundred star producers. They tell you how 
they do it. Get this book of good things. 


ABSORBING AND INTERESTING 
$1.00 postpaid 


The Insurance Field Co. 


Incorporated 


Box 617 Louisville, Ky. 
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HOME LIFE INSURANCE COMPANY © 


New York 
WM. A. MARSHALL, President 


The 62nd Annual Report Shows: : 

Premiums received during the year 1921 $6,990,547 

Payments to Policyholders and their beneficiaries in Death "i 
Claims, Endowments, Dividends, 


Net Interest Income from Investment. . 
($642,638 in excess of the amount required to maintain the 
reserve) 
Actual mortality experience 53.44% of the amount expected. 
Insurance in Force $223,116,887 
Admitted Assets 43,229'398 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
256 BROADWAY NEW YORK 


SUCCESS IN LIFE INSURANCE 


ooo to the Agent armed with perseverance and equipped with low rate, profit bearingy p 
policies. 2 
The Great-West Life is the most successful Insurance Company in Canada simply because i its ef 
cient and economical management, high interest earnings and low death rate enable it to offers 
and attractive policies wherewith to equip its Agents. 

We have attractive agency propositions in various territories. If interested write— 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office . 
WINNIPEG CANAD 


EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states 
or and Missouri with direct Home Office contracts, Lib 
policies. 


CAPITOL LIFE INSURANCE COMPANY. 
OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 


THE WOMAN’S BENEFIT ii. 
OF THE MACCABEES 

















Largest Fraternal Benefit Society of Women in the World 


A ‘‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 250,000 

The Reserve Fund is over $15,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 


Cares for its Needy Sick 
Its Reviews are Social and Welfare Centers 


Write for information to 
Miss Bina M. West Miss Frances D. Partridge 


Supreme Commander Supreme Record Keeper ; 
Port Huron, Michigan Port Huron, Michigan) | 








MIDLAND LIFE INSURANCE COMP: 
KANSAS CITY, MISSOURI 


THE COMPANY. 3acked and endorsed by the most subst tie 
and influential business men in Kansas 


THE MANAGEMENT. Practical insurance men of long expe iem 
and conspicuous success. 


THE TERRITORY. MISSOURI, KANSAS, OKLAHO! ! 
COLORADO, TEXAS. The best territe? 
in the country to-day. pe 


DANIEL BOONE, President DANIEL BOONE, Jr., Secre im 











(ctober 19, 1922 
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| American National Assurance Co. 
3719 Washington Avenue 

ST. LOUIS, MO. 


If you are big enough to handle a General Agency and can show 
a clear record, you are the man we are looking for. Wehave 
several openings for General Agents in Missouri, Illinois, 
' Kansas, Ohio, Texas and Oklahoma. Contracts direct with 


SP ts Ais 


the company. 
Write: Frank W. Engel, Agency Manager. 
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INTER-OCEAN CASUALTY COMPANY 


FounpED 1903 
CINCINNATI, OHIO 


Premium Income, 1921 

Increase Over 1920 

Admitted Assets, December 31, 1921 
Increase Over 1920 

Capital and Surplus, December 31, 1921 


Above figures verified by examination of the Insurance Departments of 
Indiana and Ohio under auspices of Examination Committee of the National 
Convention of Insurance Commissioners. 

Health and Accident Insurance only 





Write Home Office for Desirable Territory 
J. W. SCHERR, President W. G. ALPAUGH, Secretary 
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ncorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
4 ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
-TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

: Dr. E. Bryan Kyle, Medical Director 


D the Home Life Insurance Company of America 




















WE WANT AGENTS 


Independence Square Philadelphia, Pa. 
to push our five-point-nine policies. 
Excellent Iowa territory and liberal 
contracts for men of good reputation. 


e “THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Manager 


Home Office—Register Tribune Bldg.—Des Moines, Iowa 
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ATTRACT PURE LIFE 
CONT “ INSURANCE 
MEN OF \ SO} 1c611 @)\\ 


GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 


Are you seeking an agency in the States of West Virginia, 
Ohio, Kentucky, Tennessee, Virginia, North Carolina, South 
Carolina, and Georgia? 
Address 
ERNEST C. MILATR, 


Vice-President and Secretary 














THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY 
ACCIDENT 


g BURGLARY 
HEALTH NX 1) ieee 

aS eae = BOILER 
AUTOMOBILE ees 1 K, LANDLORDS 

Aan 7 * ELEVATOR 

“fei ASE RS GENERAL LIABILITY 


TEAMS ‘ce 
COMPENSATION 
y EEA 
Established sera 


LONDON GUARANTEE & ACCIDENT CO. Ltd., °EsgNDor 


Head Office: CHICAGO, ILL. F. W. LAWSON, General Manager 





F. J. WALTERS, Resident Manager, 90 Maiden Lane, New York. 
STOKES, sg oy mame HAUGHTON & SMITH, 

Resident Managers 434 Walnut Street, Philadelphia, Pa. 
ELMER A. LORD & CO., Resident Managers, 145 Milk Street, rng Mass. 








Prosperity Awaits You Here! 








THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 


H. CLAY BROWN, Supt. of Agencies, SHREVEPORT, LA. 











GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 
‘Two good personal producers may combine 
to get contract. 
If you cannot produce personally do not 
apply. 


Address West Virginia, care of THe Sprcraror, 
P. O. Box 1117, New York City, N. Y. 
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WEARING OUT a Sod BETTER THAN WEARING OUT a 
Life Insurance Men: ‘ 
A Contract with our company will insure you : 
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